
Iisiliss ffmm 

Your customers will eat up today's networkable lasers 


prepared with capacity, speed and resolution. 


And you'll like the tasty topping 


the consumables! 


Acer In Pn 

The competition is ever fierce. 

Can Taiwan's PC giant be light 
on its toes; qnick to react, and adapt? 

Lock U|i Those 
Security Soles 


Personally Liable? 








Technical Support 

Toll-free professional assistance 
- just a pnone call away. 


Product Availability 

Huge inventory of Brand 
name, compatible and OEM. 


Custom Configuration 

One-of-a-kind upgrades and 
customization service. 


Price Competitiveness 


Assigned Sales Representative 

We know your business and 
understand your needs. 


Western Digital Caviar 
Enhanced IDE Drives 

Western Digital + Supercom, a winning combination 


Western Digilol is on innovative lead 
in the hard drive field thot provides 


onsorpassed reliability in its Caviar herd 
drives. nieWesternDigitalCavifli3.5- 
ittrh herd drives W all the regiiiremenls 
of today's high perlormoniePentiorn, 
Penliotn Pro, ond Povret PC computers. 
These dtnes offer 0 full complenrent 
of features in o wide range of drive 
cflpocilies,uplo5.l GB, making the 


I ol the lealures that undeiscore 
ilionol design el Western Digital 
ird drives. The EnhoncedlDE 
on oil Coviar drives support local 
slest host 
ilQ PCI local 


teturing yield 


CorheFlowd.CocheFlowS, ReedSolonton 
17-bit on-the-lly ECC, odvonced delect 
monagement, guotottleed compotibilily, 


Western Digital to offer the industry's 


lint ihiee-yeai wononty on its Western 
Digital Caviar EIDE hold drives. 

Western Digilol Caviar hard dtives ore 
fully certified to tun Novell, Microsoft 
Windows 95, ond Microsoft Windows NT 
4.0 opplicolions. 

The entire family ol Western Digital 
IDE and enterprise SCSI hord drives ate 
ovoilohle liom Supercom, your source lor 
quality computer systems, peripherols and 
components. Supercam's commitment to 
excellence delivers the products, pricing, 
service and support you need to help 
keep your tompelilive edge. 


l^aocouver Tel:(604) 276-2677 Fax: (604) 276-0807 

Toronto Tel:(905) 415-1166 Fax:(905)415-1177 

Montreal Tel:(514) 335-1166 Fax:(514)335-9326 

Nationwide Toll-Free Inquiries 1-800-949-4567 



EMPAC 
About The 
New 

Champion 
Family Of 
Perfomiance 
Hard Disk 


Champion hard disk drives by JTS deliver rugged and reliable per- 
formance for the most demanding storage-intensive applications 
including video-conferencing, digital recording and other high-perfor- 
mance multimedia applications. All Champion drives are MMX’” 
Multimedia Ready for true-to-life video playback, 3-D graphics and 




JTS 

Dnviiit The ft(!, 


Brand 



Series 

Cache 

RPM 

Warranty Access 
Time 

MTBF 

Sealed 

Electronics 

JTS 

Champion 

512 KB 

5400 

3 years 

11 msec 

500,000 

YES 

Seagate 

Medalist 

128 KB 

4500 

3 years 

12.5 msec 

300,000 

no 

Maxtor 

DiamondMax 256 KB 

5200 

3 years 

10 msec 

500,000 

no 

Quantum 

Fireball ST 

128 KB 

5400 

3 years 

10 msec 

400,000 

no 

WD 

Caviar 

256 KB 

5400 

3 years 

11 msec 

350.000 

no 
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A! EMPAC we offer you: 

m Dedicated knowledgeable sales team 
K Wide product offering 
V Weekly specials 

■ Prompt customer service 
mOutstanding technical support 
pSa/es personnel available 9 a.m. 

to 6 p.m. EST, Monday through Friday 
^ Full service centers in Vancouver, 
Montreal and Toronto. 
^Toll-free-hot-line 
m Award winning systems 

■ The latest technologies 

■ Cosf competitive solutions 


Visit EMPAC on the web Q 
WWW. em pac . ca ^ 


1-800-TO-EMPAC 


mr&c 

Solutions In Computer Distribution 


Call your EMPAC sales representative for more information. 


Toronto Office 
168 Konrad Cres. 
Markham, ON 
L3R 9T9 

Ph: 905-940-3600 
Fx: 905-940-3604 


Montreal Office 
3385 Rue Griffith 
St. Laurent, PQ 
H4T 1W5 
Ph: 514-345-9000 
Fx: 514-345-8551 


Vancouver Office 
186-4611 Viking Way 
Richmond, B.C. 

V6V 2K9 

Ph: 604-821-0177 
Fx: 604-821-0277 


All companiss logos and /or trademarks are registered Iiademarks ot their respective companies. 
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PRICING TRENDS 

PC Prices Are SHRINKING; With More, Ir Stare . 

By David Rosin 

EYE ON THE INDUSTRY 

Buyers, Sellers Seek Deals At SoftWorld ‘97 

By David Tanaka 


SECURITY 

16 Are Your Customers Secure? 

By Paul Wtinherg 

THE PUNDIT 

Gathering Customer Intelligence Via The Web . 

By Gmime Binnell 


MONITORS AND DISPLAYS 

The Big Picture 

A look At Monitors and Displays For 1998, In Hlgh-Hesolution .... 22 

ByJeffEvans 

LAB TEST 

Business Printers 28 

By Jaz: Bhooi. Tun Bingkim-Wallis and Sieve Halinda 

PROFILE 

Taiwan's Acer — Holding its Own; Among The Heavyweights 38 

By GeofWlieelvrighi 


VOICE RECOGNITION SOFTWARE 

Voice Recognition Software Comes of Age 44 
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The best way to 
back up a promise. 


kI (JIC-WlfJK Jh 


The HP Colorado™ T3000 tape drive does 
more than just backup data, it backs up 
your word. You can assure customers the 
3.2 GB T3000 is the low cost per MB, 
easy-to-use, complete system backup. HP 
quality means their data is secure. And 
they can share your confidence. HP’s reliability extends far beyond 
drive mechanisms; it means total support for resellers, with products, 
service and infomiation there when you rieed it. 

To help you sell and support storage products, HP has created a 
special website exclusively for resellers: www.hpstorage.com, with 
all the support and information you'll need. When your customers 
need affordable desktop storage, be sure to give Ihem a name they 
A6 T already tnist; HP. That way. they'll know their system is 
^ safely backed up and you'll know your promise is, too. 
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EDITOR'S DESK 


A Mac By Any Other Name? Guess Not 


When Apple officially 
learned up with the 
core of all that is 
Winiel — Microsoft, 
wc thought that was 
really shaking the tree. 

But now Apple has pulled up roots on 
that business with the announcement it has 
no plans to license MacOS 8-0 to adherents 
of the Common Hardware Reference 
Platform (CHRP). (For more on the story, 
see ''Ai>ple iihmuloiis chiie experimem," 
page 12.) That effectively cuts off sapling 
doners from tasting the fruits of the future 
generation of Mac-compatible sales. 

Back when Apple finally decided to 
start licensing its operating system to don- 
ers. many observers mourned it was more 
than a decade too late. But prevailing wis- 
dom said Apple needed that broader sup- 
port to grow market-share for its platform. 
In March, market research firm Computer 
Intelligence published figures indicating 
Mac clone vendors were helping the Mac 
OS platform take market share from the 
X86 platform in the U.S. dealer channel. 

So. dixjs Apple have a grand master 
plan, or is this just sour grapes'.' 

As a co-foundcr of Apple. Steve Jobs 
was of course pivotal in Apple's early days 
decision to keep doners off the market. 
The closed architecture and the accompa- 
nying higher Mucinio.sh prices did little to 
halt the competitive rush of the 
IBM/lntel/Microsoft players and doners, 
despite a far-flung admiration of Apple's 
technology. Now that Jobs is back at die 
heim as interim CEO. (Please see 
"People." page 60). he was no doubt cen- 
tral in the return to the OS/hardwarc 
fortress mentality. Tliis is a marked contrast 
to the eventual strategy he pursued at 
NeXT Computer, where Jobs actually sold 
off the hardw-are business, and concentrat- 
ed on trying to market NeXTStep across 
hardware platforms. 

Stephen Cheung, sales manager for 
Discount Mac Club in Richmond. B.C.. 
said the presence of clones in the 
Macintosh market has driven down prices 
and encouraged more shoppers to buy into 
the Mac option. "People could afford to 
buy a Mac." He predicts, without clones in 
the future Macintosh market: "We're not 
going to see prices as competitive as last 
year." However, he said the Macintosh will 
still have a market among certain buyers, 
although they may complain about higher 


prices- Discount Mac Club sells Apple. 
Power Computing. Umax and Motorola 
options. A sister business — Discount 
Computer Club, sells Iniel-compaiibles. 

Reduced competition in that market 
(particularly if prices rise, as pundits fear), 
could easily hand any momentum the Mac 
market as a whole has achieved back to the 
Intel-based PCs. Resellers who have based 
their businesses on the young Mac doners 
may soon be scrambling. Some will follow 
Power Computing’s lead and turn to Intel- 
based sales opportunities. But not all. In 
September. Macintosh dealer WeslWorld 
Computers Ltd. launched a major B.C. 
expansion, opening stores in Victoria, 
Prince George, Vancouver and Kelowna. 
The 19-year-old business already had 
stores in Edmonton. Calgary and Red Deer. 
"We saw an opportunity present itself. Our 
market is growing," said Stephen Boone, 
sales manager for WeslWorld in Edmonton. 
“Wc'rc there to meet the needs of our spe- 
cialized users — our graphics, education 
and business customers." 

A recent report by Computer 
Intelligence says Apple has more brand 
loyalty than any other computer vendor. 
The firm reported that four in five Apple 
Macintosh users who purchased a comput- 
er in 1996 bought another Macinto.sh. 

Regarding Apple's decision to not 
license MacOS 8. Boone said: "Apple has 
to make sure it's taken care of itself first. " 
in other news. Future Shop will no longer 
be selling Macintoshes. Dennis Manning, 
director of corporate communications for 
Apple Canada, said in September. Apple 
Canada and Future Shop came to "a mutu- 
al agreement to end the business relation- 
ship." He cited differing target customers 
as the main cause, as Future Shop aims at 
consumers, and Apple is targeting high-end 
multimedia customers. 

This month, be sure to slop in at our 
Lab Test (page 28). for the best of business 
laser printers under $3.1)00. Also on the 
peripherals from, don’t miss: "The Bin 
Picture: A Look At Monitors and Displays 
For 1998, in High-Resolution." (page 22). 

Meanwhile, we'll watch the pruning 
and planting over at Apple, to see whui 
fruit it all may yield. Drop us an E-mail 
with your thoughts, or visit our discussion 
group, on CeW's Web site, at 
htip://www.ecw.com. CM 

Grace Casseltmw 
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The only DAT storage solution 
whose reliability speaks for itself. 




High! on your screen to be exact. You can 
be sure your backup is on the job because HP 
SureSlore"" DAT backup comes with TapeAlert'^"-a 
tool that informs you about the slate of your drive 
anti your nieclla. 

The HP SureStore line of DAT storage offers 
auiomaietl backup and connectivity _ I 

fiC- I 

with leading servers and operating 
systems, offering up to 144 GB capacity ^ 
and MTBF (mean time between failure) up to 
300,000 hours! HP DAT drives integrate so easily, 
you won’t worry about system downtime even 
while you're setting it up. 

For high capacity DAT storage, be sure and 
look (o HP first, whose reliability speaks for itself. 


jN5R^ 


MULTIMICRO 
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LETTERS TO THE EDITOR 


What were those Pentium Pro limitations? 


I did want to ask aSout a comment in Alan Zisman's article entitled "Clone CPUs Challenge Intel At Both Cnds.'ICCW 



Aspen ConviiierSeiwces, Mission, B.C. 



2. The Pm was opiimlted tor running 32-bit code It is less eificiBnt at running I5W code. 


Because otiU speed and power, it does an okay job running W-bil Windows 3. 1 and mB/32MB hybrid WtnSS. but 
cksesn'idoas wall miti those operating environments as other CPUdesignslinduding AMD’s KBInmningat the same speed. 

There are a number of pluses for the Pentium Pro. In particular, there are motherboard designs that support two, 
lour and 8r®n more Pentium Pros. For high-end servers requiring multi processors, it's currently the best choice, as the 
Hntium II lacks the same range of support at this time. Intel, however, is not continuing deirelopment of the Pentium 
Pro. Wre seeing its speed lop out at around 2D0MHi fo 233MHi. while Pentium II designs are already at JOOMHi. 


Yes to Comdex age restrictions! 

I know this is a late response to your article in the June 
'97 issue. The Comdex show in January was my first 
experience and I do believe from that there should be an 
ape limit. There were so many students attending that it 
was often difficult to talk with sales reps. One rep I spoke 
with was very upset with the vast numbers of non-busi- 
ness related persons and particularly students at the 
show taking up valuable lime. She was very abrupt in 
dealing with students and I might add rude to them. 
However, she was simply reacting due to frustration. 

Your article mentioned several very brilliant young 
people who would fall underthe age limit. My suggestion: 
ITiey should contact someone in the computer industry tor 

Allen Pauls, purchasing agent 
Docs Computers, Penticton, 8.C. 

apauls@silk.net 


Clarification: 

The screen shots included in our recent special report on 
POS software. ICCW, September issue, page 461, were of 
the WinPOS product, distributed by Logic Controls Canada 
Inc. For more information on the company, see 
http://www.logic-ca.com/. 


with models going to iOOMHi promised for the next year 

mriWITiTilBnfHf Itftnmt Uatina for a-pf&duct. service or partner? 
Wm to CCW Bulletin Board, at cc<tffflll1T|).ca, or fax: (403) 262-7892. 


We waiccne your letters on industry issues and concerns, as 
well es your comments on our megarine. 

We reserve the right to edit yourcontribuDons for length and clarity 
Please write to The Editor, via E-mail el ccvi4itcp.ca. or fax 
|6OeiS0a-2SB6. 




Angel Noteboob ot^ Assembled by: Canadian Advanced Industries Ltd. 405 Britannia Rd. Eost, Suite 23, MIssissougo ON. 
Tel: (905) 501-8375 Toll Free: (888) 32ANGEL (322-6435) Fox: (905)501-8376 


4300 Wwmmmm9mr 

Three easy steps is how for you are From 
transforming yourAngel Presenter Nelebook 
into a complele mullimedia presenlolion 

With a specialty designed, eosiiy removable 
LCD Sock Panel, and unique Support 
System, all in one corrying case, you no 
tongar need to carry the weight of an axlernol 
ICO panel. Gel ihe Presentee, and gal die 
skew rolling. 

Sfqrfiiig of $4,g99 


5300 Parformar Pfw* 

Winner of Editors Choice Award for 
-Best Over All Notebook' 

Complele with a )2.1' SVGA LCD, uplo 
Pentium 233 Mhi MMX Performonce, 

Buih-in 16X CD ROM Drive, Removoble 
Hard Drive, Floppy Drive and Botlery oil 
Simultaneously Integrated inlo on ergonomic cose, 
end with o|dionol MPEG full screen motion video 4 
T.V. output, the Angel 5600 Performer Plus 

Starting at $2,650 

PI66MMX. liMBRAM, I .idGB HD & 33.6 Fox Modem 


• 13.3/14.1* TFT Active MoHx XGA ICO 

1 38 MB EDO RAM, with 4 MB EDO Video RAM 

- S-Video TV. Out with MPEG and Zoomed Video 

• All-in-one int. Floppy end I4X CD ROM Drives 

- Options for 2nd HDD (supporls uplo 10 GB|, 

2nd Boltary & Moanelo Ooticol Drives 

- 1 6-bit Full OuplexSound Chip with 3D Suround 
Sound 

Starting at $4,399 

PI66 MMX. 16MB RAM. I.A6GB HD A 33.6 Fax Modem 


Call for lh« lalasi 
Prices & SpecificaHons 


*The saoo Performer Plus is a real 
performer equipped swdi all the belts 
4 whistles* CCW dune 1 997 


8 CANADIAN COMPUTER WHOLESALER October 1997 nupJivwMi 






Become a 


Close mor^gp^es 
Increasjg^fffpts 


NEWCOURT 


CREDITLINK 


Authorized Dealer 


Newcourt CflED/TLINK, an automated, on-the-spot finance program, 
provides you with an easy-to-use totai finance solution. 

Within 8 minutes, you can negotiate a financial term, receive a credit decision and 
have the lease documents printed, all at your store locations. 

With Newcourt CflED/TLINK you control the sale! 

AND... you have access to a team of sales & marketing professionals 
across Canada who are dedicated to being your financial partner, through training, 
merchandising and advertising support. 

Contact your local manufacturer or distributor. 


KeyTech 


BCRmscOP€)|< 


1-800-567-3274 


(204) 452-7347 

3Dmm 


1 -800-268-5535 


SHARP 

1 -aoo-sesHARP 


B INFQRM.V'nOIT: 
pvD DtTnuBirncw 


1 -888-1 GO 4 IPC 


1-888-221-3030 


Supe rcpm 



BIZ-PRO LTD. 

(519) 432-7564 


1-800-949-4567 


1 -800-INFO STD 


KEN-ROD 

1-800-530-0794 


IDO€ 

(905) 948-0000 


Packard Bell 

NEC 


creditunk: 


NEWCOURT 



Newcourt 


http://credlink.newcourt.ca 




umm\ 

The Best Choice of 
CD-ROM Drive Award 
from “Chip Magazine” 


May 1997 



1 „ . Data franster Rate Average Access Time 1 


(KB/sec) 

(ms) 

fble-UnllNZIiZA 



Acer B12A 007 

1957 

122 

Toshiba XM-5702B 

1725 

122 

SonyCDU-511 

2188 

114 

Mitsumi FX140 

2323 

279 




1 http://www.elcosys.com 


Please call Eico Systems at 


Toronlo (905) 470-7301 

Ottawa (613) 746-8227 

Vancouver (604) 303-0206 Monlreal (514) 333-6538 


JMOUSTRY FLASH! 


IBM intros Internet 
commerce products 

The small business seclor. including 
many computer VARs and resellers, 
hii.s in recent decades become the 
principal engine of new job creation 
in Canada- However, many small 
bu.sinesses that would like to take 
advantage of marketing and selling 
opportunities via the World Wide 
Web have been deterred by the cost 
and complexity of on-line commerce 
solutions. 

On Sept. 9, at the Internet 
Commerce Expo show in Los 
Angeles. IBM introduced the Net.- 
Commerce START which is an entry- 
level version aimed at small business- 
es with the emphasis on extreme eusc 


of use. The NeLCommerce Smoolh- 
START is aimed at small-to-medium 
sized enterprises, and the Nel.Comm- 
ercePRO is intended for sophisticated, 
laige-scale enieiprises. 

Also new is the Commerce- 
POINT Payments family for secure 
Iniemei payments. This family of 
products includes a Commerce- 
POINT Wallet for storing and con- 
trolling electronic payments, the 
IBM CommercePOINT eTill, an on- 
line cash regisler. the IBM 
CommercePOINT Gateway for pro- 
cessing credit card transactions over 
the Iniemei, and the IBM Registry 
for SET, to manage encrypted digital 
transactions. 

As well. Crypiolope Live! prod- 
uct is a new Java eleeironic com- 
merce product that is intended to pro- 
vide secure transmission and recep- 
tion of E-commerce activities. 

For more information, contact 
http;//www.ibm.comyCommercePOI 
NT or htIp://www.ciyptolope.ibm.com. 


Digital has recalled some 

Digital Equipment Corp. has 
annuunced a voluntary recall of AC 
power adapters (the exicmal power 
supplies that regulate power from an 
external source to a notebook) for the 
HiNoie VP 500 line of notebook 
f*Cs. According to Digital, the recall 
is to address a potential problem with 
ihe connector pins on the adapters, 
which if broken could pose a hazard 


tC power adapters 

of an electrical shock. 

All the affected adapters were 
sold between September 1996 and 
August 1997. Free replaccmcni 
adapters arc being sent as quickly as 
possible to customers qualifying for 
the recall and exchange. For more 
infomialion, contact: 1-800-550-4741 
or visit htlp://www.windows.digilal. 
com/ncws/archives/cl970!,asp. 


High-tech virtual pets banned in school 

(NB) — Beeping pagers in classrooms around the U-S- were banned 
in various schools over the past years, but today, new disluiiring beeps are 
emerging. The latest disruptive classroom beep comes from Tamagotchi "vir- 
tual pei.s," which arc no longer allowed in one California elementary .school. 

Like most fads, the small egg-shaped devices became highly sought-after 
loy.s as soon as they began shipping in May of this year. Using an embedded 
chip. Tamagotchi, or one of its "Inok-a-likes," will hatch an electronic pet which 
"lives" in a liquid crystal display. Typical of a pet, chores such as feeding, clean- 
ing, afTeclion. health care and anenlion must he provided by the owner. 
Tamagotchi has embedded display, audio, randomization and other features 
but lacks Ihe artificial intelligence to realize it is in school. Officials at Bay 
Farm Elementary School in Alameda, Calif., announced a ban on Tamagotchi 
or any electronic pci from the entire school. 

A spokesperson for the school said; "Students are going to have to leave 
their electronic pels at home. They are causing a distraction in the clas.sroom.” 

The result of leaving Tamagotchi unaiiended is illness and eventual 
death. Studenis can play electronic games with Tamagotchi and the goal is to 
keep Tamagotchi alive as long as possible. Electronic pecs are becoming a 
worldwide epidemic. Reports indicate similar bans were Lssued in Au.straliu. 
the Philippines. New Zealand, Hong Kong and other locations. 







Make some real profits today..^ 

The Explore The World of Software \Nayl 


WIDEST SELECTION 



re The World 
3 your 

:overing every 
over 130 
vs '95, Windows 
rnew releases, 


LOADED Wmi CONTENT 

Have your customers had enough of being disappointed 
with empty-ROMs ? Explore The World o1 Software 
CD-ROMs are loaded with content - 30 to several hundred 
programs, or 1 000 to 5000 clipart images in each CD-ROM - 
unbeatable value which not only meets but exceeds your 
customers' expectations. 


THE RIGHT TITLES 



COMPLIMENTARY TITLES 

Explore The World of Software is much more than a disjointed 
collection of random CD-ROM titles. It is a systematic collection of 
complimentary titles which work together as a series of volumes to 
encourage repeat consumer buying. 

DONT BUY A CD-ROM, BUY A SPEEDY-ROM 

Our Easy Menu System makes our CD-RQMs so quick and easy to use, 
we call them Speedy-ROMsf 

THE BEST FLOOR SPINNER IN THE BUSINESS 

Holds 6 each of our Top 48 titles for a total capacity of 288 CD-ROMs. This 
rugged display has a smooth turning ball bearing base and angled baskets so 
that CD's stay neat and secure even when the display is almost sold out. 

Takes only 2 feet of floor space - fits in the tightest locations. 

ALL TITLES AT ONE LOW, PROFITABLE PRICE 

Impulse selling price - high margins - one low cost - making high profits has 
never been easier! 

IT ALL WORKS TOGETHER - 
TO MAKE YOUR BUSINESS GROW 

Widest Selection - Loaded with Content - The Right Categories - Complimentary 
Trtles - Easy Menu Systems - The Best Display - One Low Price - High Profits - 
that's what you call Synergy! No wonder Dealers and Distributors worldwide are 
amazed with the strong, consistent, growing sales and superb profitability they 
enjoy with Explore The World of Software CD-ROMs. 

Don't delay - join our Proven Woridwide Success today! 

MAKE SOME REAL PROFITS TODAY- 

THE EXPLORE THE WORLD OF SOFTWARE WAY! 



Comdex Las Vegas 
Nov. 17 to 21 
„ Booth no. M6025 
W SANDS « 
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Apple Computer abandons 
Macintosh clone experiment 

Inclicaiioiis are Apple Computer Inc. hiui 
called it quits on the cloning front. 

Recently, Apple's chief financial 
m officer. Fred Anderson, said, 
"We have no plans at this lime 
to license MacOS 8 for 
CHRP (common hardware 
reference platform), CHRP 
certification, or future noie- 
book computer technologies." 

And that statement was taken as an 
end to Apple's Macintosh clone experimeni, 
Withoui a licence to use MacOS 8 on a CHRP- 
based computer system or without certifica- 
tion of a CHRP-based system, clone-makers 
cannot build and sell systems competitive to 
the new generation of Macs that Apple plans 
for next year. 

Apple shared that news, after announc- 
ing its recent acquisition of Mac doner Power 
Computing Corp.'s core assets in a deal val- 
ued at US$100 million in Apple common 
slock. Power Computing will, however, keep 
its name, and the company has already 
launched an Intel microprocessor-based fami- 
ly of notebook computers called PowerTrip. 

Apple and Umax Computer Corp. 
announced a deal that will permit Umax to 
bundle MacOS 8.0 on existing Mac clones. 
The agreement expire.s next July. 

Motorola Corp. has announced it will 
exit the Mac clone business, because it has 
"not been able to reach an acceptable long- 
term licensing agreement with Apple 
Computer Inc.," .said Motorola's vice-presi- 
dent of investor relations Ed Cams. The com- 
pany says the decision will result in lower- 
ihan-expecied Q3 earnings. 


HP/Mitsubishi partner for 
lightest, thinnest notebooks 

Hewlett-Packard has announced a collabora- 
tive relationship with Japan's Mitsubishi 
Electric Corp. to "enable the two companies 
to combine Mitsubishi's super-thin keyboard, 
battery and LCD display technology and man- 
ufacturing strengths with HP'.s notebook PC 
system expertise, distribution and support 
infra.structure.’' The announcement was made 
by HP with the intention of expanding its 
product line with the thinnest, lightest note- 
book PCs yet brought to market, says the 
company. 

A preliminary ‘concept’ notebook was 
demonstrated in order to show the physical 
nature of the new notebook PC architecture. 
The new product is intended to weigh 3.1 
pounds, be ba.sed on the latest low voltage 
Intel Pentium MMX 2(KIMHz and 233MHz 
chips, be less than one inch thick, with a 
1 2.1 -inch TFT screen. Danny Savard. busi- 
ness development manager for HP Canada’s 
mobile products stated: "HP’s collaboration 
with Mitsubishi is a significant step in our 
strategy to ignite growth in the notebook PC 
market-place. We've already made great 
strides by expanding our product line, and 
thi.s new relationship will go even further in 
our efforts to meet the varied needs of 
today's corporate customer.” 

If HP can differentiate itself from the 
competition by launching a radically improved 
mobile computing platfonn, it may be able to 
u.se the new mix of technology to leapfrog the 
belter established competition, at least tem- 
porarily. For more information, contact http:// 
www.hp.com/omnibook. http://www.hp.com/ 
go/smtillbusiness, or http://www.hp.com/go/ 
pcworkstalion, orcall: 1-800-387-3867. CM 


Contact: The Editor 


The Editor: Canadian Computer Wiolesaler 

Canadian Compuler Wholesaterwekomes your opinions 41)8 - 99 Atlantic Ave., Toronto, Ontario M6K 3J8 
1 the market, pi 


publication. 


We welcome your ideas regarding n« 
and feature topics for Canadian Com, 

Feel free to contact the editors directly with your 


Editor Grace Casselman 
Call: 1403)262-7890 

Fax: (403)262-7692 E-mail: gr3cec@netcom.ca 
Associate Editor Jeff Evans 
Call: (416}535-8404 

Fax: (416)588-8574 E-mail:jeff@tcpon.co 


Contact: Steve Flalinda 
Call: 1418)535-8404 
Fax: 1416)588-8574 
E-mail: steveStcpon.com 
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(Coflvenlional CRI) 


H's clear: sesil-tinled gla» simply obscures the vied. So w 
combined the new Hlctp|j!ler'‘ CRT with a ayij 
clear glass panel 1o make the screen 30 ^ 

per coni brighter than conventional CRTs tie tc 

Irom edge to edge. We sharpened the 
conirasi, booster! colour brightness, and | 
lowered power consumption lor the longest, most reliable s 
The SyncMaster 700p. Another bright Idea Irom Samsung. 
Simply Brighter. Simply Samsung. 


SAMSUNG 

www.sanisungcanada.com 
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CANADA WATCH 



Informix Canada restructures 

Informix Software (Canada) Inc. ha.i 
announced a restructuring. The restiucluring 
is part of a worldwide plan initiated by its 
parent, Informix Software, Inc., with a goal 
"to improve the company’s long-term prof- 
itability and continued growth." 

Informix's Canadian workforce is being 
reduced by 18 people, primarily in the areas 
of management, finance, sales and marketing. 

As part of the restructuring, Don 
Jackson has been named country manager, 
Informix Software (Canada) Inc. David 
Outhwaiie, past general manager of the 
Canadian operations, has left the company. 


Calgary developer DiscoverWare Inc. — on the go! 



Things are zooming along for Calgary's own 
DiscoverWare Inc. Thi.s summer, that devel- 
oper of interactive multimedia training soft- 
ware announced a private placement of more 
than three million dollars by Drake 
(Luxembourg) SarL — a member of the 
Drake International group of companies. 

As part of the deal. Di.scoverWare 
entered into cross-licensing arrangements 
with Drake company ComputerPRP of 
Phoenix. ComputerPREP may distribute 
Di.scoverWare's CD-ROM products under 
the ComputerPREP private label. And 
DiscoverWare will distribute ComputerPREP 
products and services and 
use the ComputerPREP 
Wcb@ssessor product to 
manufacture and distrib- 
ute DiscoverWare prod- 

Drake now owns 43 
per cent of the company. 

DiscoverWare president 
Michael Anthony said: 

"This is a significant 
alliance with truly a 


world leader. We’re very excited because 
what Drake brings to the table for us in 
breadth and depth of experience to be truly 
effective on a global basis," 

He said DiscoverWare will go beyond 
educational lilies to skills asse.ssmeni and 
resource-type products for businesses. 

In September. DiscoverWare Inc. 
appointed William Dorman as chairman of its 
board. Dorman i.s CEO of several Drake 
International companies. He replaces Todd 
Youman who has resigned to return to the 
securities industry, in Ontario. 

Meanwhile, the company has teamed up 
with Ingram Micro 
(Canada) Inc. for a 
promotion called Easy 
Rider, where VARs 
get points by selling 
DiscoverWare prod- 
ucts that can be 
redeemed towards 
leather jackets, moun- 
tain hikes and Harley- 
Dnvidson Sportster 
motorcycles. 
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Canadian channel takes to the greens 

There’s nothing like fresh air. lovely scenery and an errant golf ball or 
two as a backdrop for expanding businc.ss relationships, as Canadian 
channel players can attest to. Indeed the channel has been out in full 
force, swinging clubs, hitting balls at trees, sand and even on occasion, 
the greens. 

In late August, 112 industry people showed up at Silver Lakes 
Golf & Country Club in Newmarket. Ont.. for the Second Annual 
Local Area Network Dealers Association (LANDA) Golf Tournament 
and banquet. LANDA is a non-profit professional association, dedi- 
cated 10 the on-going training of Canadian networking resellers, sys- 
tems integrators and consultants. 

Also this .summer, the Canada Chinese Computer Association’s 
Third Annual Golf Tournament drew 140 computer industry and asso- 
ciated professionals to the Sleepy Hollow Golf and Country Club, in 
Stouffville, Ont. 

Then. 144 Western golfers swung their clubs at llie Western 
Canadian Computer Distributors Society (WCCDS), at the Mayfair 
Lakes course in Vancouver. 

And NEC went big-lime, as a major sponsor of this summer’s 
Export-A Skins Game in Whistler, B.C., where Greg Norman tri- 
umphed over Jack Nicklau.s, Fred Couples and Nick Faldo. 

Meanwhile, 
as cold weather 
looms. Canada's 
computer industry 
golfers are squeez- 
ing in their last few 
days at the driving 
range, in prepara- 

rounds, Fore! CW 
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Discover how to Increase 
Your Profits! Guaranteed! 

K ARES You save money and increase your profit from the KDS (KARES) 
Advanced Replacement Express Service, You benefit from the only program 
of this nature in Canada. You don’t have to worry about an unknown third 
party’s prolonged turnaround time. If you average 3 RMAs a week, you could save a.s 
much as $20,000 annually. 


Warehouse You get faster delivery because 
there are always over 20.0(H) monitors avail- 
able - waiting to be shipped to you! 
Improvements Before we ship to you, the 
quality of the monitors is sample tested and 
the results emailed back to the manufacturing 
facility. Your monitor is continually undergo- 
ing processes of never ending improvements. 
ISO Quality You get a better, more uniform 
product because the KDS factory is 100% 
automated. Components and processes follow 
stringent ISO guidelines .so you end up with a 
better made, more reliable product. 


Field Inspections Quarterly. KDS engineers 
visit each country's office to ensure that your 
monitor performs as well in the field as it did 
at the factory. They check local repair and 
te.sting processes to ensure that the product 
you get meets factory quality standards.. 
Global Player Purchase your monitor confi- 
dently knowing you have reliable cutting 
edge components because KDS manufactures 
over 15% of the WORLD production of fly- 
backs and yokes, even supplying other world 
recognized monitor manufacturers. 


ly^lOct. 19971 "...scoreil very well on 

M * J[ top of the paek with its composite 
332313 MonMark score." "The unit's geom- 
etry. convergence, and uniformity were espe- 
cially good, as were its text and color han- 
dling." 'The Visual Sensations VS-9 is a very 
good performer and a relative bargain." 


isaiNDows 

(Oct.1996) ‘ KDS’s new 
VSX-7 monitor is a 
feast for the eyes with 
its clear, crisp picture 
and clean, modern 
design." 


MacUser 


(Dec. 1996) 

Awarded 4 

mice . Out of a field of 

47 17” monitors, only .1 

scored a higher mouse 

rating. 




>/h^- 


I MultiSystems, Inc. ♦ 


For more inrormalion, contact KDS / Orchestra 
Tel: (9051 829-9077 Fax: (905) 829-1856 Wcb.site: hltp://www.kdsciinada.ca 


KDS/Visual Sensations Distributors 
Ingram Mit-m (8()C| 6SK-3450 

Daiwa (HK8) 38.1-2492 

GB Micro (81K)) .361-2568 

Globelle (8(K)) 465- 1616 

Merisel (8001637-47.35 


Orchestra Distrilniturs 
Eprom (8001263-7766 

Xcel-4 (5141737-7433 

PC Dislribulion (5191746-0546 

STD Systems Inc. (8IK)) 46.3-6783 
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PRICING TRENDS 


SIMPUG; 


by David Rosen 



Like some horror-movie elevator ride, PC 
prices are dramatically plunging out-of-con- 
troi. You know it and your customers know it. 
Not only are computers cheap, they’re gelling 
cheaper every month. How low can PC prices 
go? How low should they go? 

It seems that the computer is becoming a 
simple commodity, bought and sold like a 
toaster or a pair of blue jeans. Most resellers 
have long recognized the irony of selling bet- 
ter technology at lower prices. Historically, 
however, falling prices have been offset by 
sleeper increases in con.sumer demand and, 
consequently, increased revenues. The prob- 
lem is this trend appears to be changing. 

According to Albert DaousL an analyst 
at Toronto-based Evans Research Corp., 
demand is up for new machines but supply is 
up even more, leading to falling prices. 

'This year's average selling price of a 
desktop computer is $1,835, down over $200 
from last year's price of $2,070,” warns 
Daoust. '‘That represents more than an 1 1 per 
cent drop in just one year," he adds. 
Meanwhile, demand for desktop systems are 
up only an three per cent from last year’s 
numbers. 

While the forecast for desktop systems 
is rather depressing, some resellers point to 
the increases in laptop computer sales to buoy 
their spirits. While it's true that laptop sales 
are experiencing healthy growth, it's too early 
to tell if long-term relief can be found in chas- 
ing the technology adoption curve. 
Numericully speaking, sales of laptop .sys- 
tems are up approximately 24 per cent com- 
pared with 1996 according to Evans’ Daoust. 
But prices for laptops are falling as well. "In 
1996, the average price of a laptop was 
$3,580, now it’s about $3,070." 

Up And Down 

With Santa Clara, Calif.-based Intel Corp. 
readying another round of chip price cuts for 
the fall, does that mean that even more price 
drops are on the way? Not necessarily says 
Ralph Hyatt, Compaq Canada’s product mar- 
keting manager and the company’s point per- 
son for product lifecycle management. 


“Average selling prices somctime.s go up 
when Intel cuts prices, because customers 
will decide to buy a higher-end system whose 
price ha-s just been lowered, rather than take 
the low-end model.” he explains. 

Traditional channel vendors such as 
Compaq are also moving to lower prices and 
trim their on-hand inventories. The company 
recently cut suggested list prices on 10 note- 
book PCs in its Armada line and four models 
of its ProSignia 200 server, with reduction.s 
ranging from five to 16 per cent, A few months 
ago, Compaq slashed prices on three popular 
Deskpro models, some up to 24 per cent. 

What's Going On? 

A number of factors combined, arc re.sponsi- 
ble for the price drops, including the fact that 
the PC is becoming increasingly cheaper to 
manufacture. Some industry watchers theo- 
rize that PC prices will fall below $1,200 in 
the next year or so. Meanwhile, as consumers 
become more comfortable with technology, 
they are more willing to buy based on price 
rather than brand name appeal. 

The commercial market tends pul more 
emphasis on performance, service and sup- 
port. so it is less likely to gravitate toward the 
lowest price machines. 

As supply chases demand, manufactur- 
ers are slashing prices to keep up with direct 
sellers such as Dell Computer Corp. and 
Gateway 2000 Inc. A few weeks ago, Dell 
established a new stand-alone business unit 
for the consumer market. According to Paul 
Bell, general manager of Dell's consumer 
and small-business group, the company's 
home PC sales in the Americas grew by more 
than 90 per cent in the most recent quarter. 
“Consumers already represent about US$1 
billion in annual Dell soles in the United 
Slates alone.” says Bell. "But we think that’s 
just the beginning.” 

Perhaps more ominous for consumer- 
focused resellers is the news that Dell has 
tripled its marketing budget for the home PC 
segment from a year ago. Additionally the 
company has gone on record as saying it 
would strengthen its customer service and 


support offerings, two important advantages 
of traditional storefront resellers. 

Now The Good News 

Dell, of course, has no storefront locations so 
it can’t sell to those consumers who want to 
touch and feel the products before they buy 
them (a category which includes many first- 
lime consumers). In addition, Dell seems to 
be targeting more experienced end-user con- 
sumers who know their way around a com- 
puter. Dell's Web site — e.specially attractive 
for experienced computer buyers — gener- 
ates about US$2 million in sales every day, 
according to the company. 

Resellers should lake heart, recognizing 
that most consumer products eventually slick 
at a certain price point. Remember pocket 
calculators? After dropping dramatically in 
price, manufacturers starting adding features 
to stabilize the market. Perhaps at a price 
level of $1,200 for bare-bones PCs. computer 
manufacturers will stop culling price.s? 
Compaq's Hyatt remains sanguine despite the 
uncertainty. “Smart resellers will survive, and 
do well, even with the falling prices," he 
asserts. 

Fasten Your Seatbelts 

Still, while buyers cheer the dwindling prices, 
the effect on the industry may be devastating 
and. in the long run. not likely to be in any- 
one’s best interests. Lower prices and a barely 
moving market mean that some manufactur- 
ers are likely to fail while others will likely 
become more conservative. Without .suffi- 
cient profit margins, many manufacturers 
won’t invest in additional research and devel- 
opment. In turn, resellers will be forced to 
trim high sales-cosi customers and increase 
margins by even more empha.sis on support, 
service and training. 

Summarizing the feeling of most people 
in the industry, Evans' Daoust concludes, "the 
channel is in for a really rocky ride." tW 

David Rosen is a Toronlo-based journalist 
who specializes in high-lechnoingy reporting. 
He can be reached at DavidYYZ@uoU-iiin. 
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At Ingram Micro, we offer the broadest selection in 
the industry - more than 550 manufacturers and over 


32,000 products. We have what your customers need. 


Don’t take our word for it 
give us a call and see for yourself 
why we’re Canada’s largest 

microcomputer 

distributor 


Ingram Micro also offers a staggering array of .services 
and programs, including technical education, flexible 
financing options, same-day shipping, Saturday sales, 
trade-in programs, and on-line product availability and 
ordering through our www.ingrammicro.ca website. 
And our leading publications and events will keep 
you informed about indusQ'y developments. 

For resellers with unique needs, Ingram Micro has 
formed smaller, specialized divisions to provide 
dedicated sales and marketing support. Whether 
your business is focused on the retail channel, 
technical products, Macintosh products, data 
storage, or more, we have dedicated resources to 
help you get the most from us. 


1 800 668 3450 

P.Q. 1 800 361 0667 B.C. 1 800 663 0960 


INGRAM 


MICRO 



EYE ON THE INDUSTRY 


Buyers, Sellers Seek Deals 
At SoftWerld '97 In Vancouver 


by David Tanaka 

ir you're used lo 
Coradex-style eoinputer 
lechnology events, atten- 
ding Snt'tWorld would be 
a bit of euliure shock. 
You won’t find quarter- 
million dollar booths or 
stacks of the latest and 
greaie.st. But wbat you do find are clusters of 
people earnestly discussing funding, joint 
ventures and partnerships. 

That’s what SoftWorid is about. 

Established in 1991 asabi-annual event, 
the show now alternates yearly between the 
east and west coasts, with this year’s event 
buck in Vancouver, from Sept. 7-10. The 
show's slogan describes its raison d'etre: 
software deals made here. The estimated 700 
attendees from three dozen countries cover 
the complete spectrum of software wheeling 
and dealing, from code cowboys to venture 
capitalists to government associations. 

The Electric Mail Company Inc. is typi- 
cal of the small developer looking for new 
opportunities at SoftWorid. The company had 
some specific goals to achieve at the show, 
according to Guy Stceves. director of market- 
ing with the Vancouver-based LAN-to- 
Internet consultancy. "One thing I want to do 
is make sure I connect with the Canadian con- 
sulates." he said, during the show. The corn- 
puny pluns to expund into the U.S.. and the 
consulates there would be able to provide 
regional information about VARs, distribu- 
tors and other opportunities. 

Electric Mail recently announced its 
AKA service. Aimed at distributed companies 
that might use a different ISP in each regional 
office. AKA allows the company to create a 
consistent mail address through an alia.s. while 
behind the scenes, the mail is routed to the 
correct mail server provided by each ISP. To 
that end. the company is also looking for a 
LAN gateway software author/developer. 

It may .seem ironic that a company that 
s|5ecializes in making E-mail more effective 
would be seeking out face-to-face connec- 
tions. but Steeves says: "It’s the relation.ship- 
building that's the key to everything.’’ He 
says busines.s relationships "can be us virtual 
as possible but it strengthens and expedites 
the potential of any relationship if you’ve met 


the person eyeball-to-eycball." 

A little-publicized aspect of the software 
business that smaller developers may want to 
know about are escrow services. For example. 
Fort Knox Escrow Services Inc,, in Ciarkston. 
Ga., a suburb or Atlanta, offers to physically 
bold software source code in tamper-proof 
containers in fireproof vaults — to protect "the 
heart and soul of the product." That’s how 
Tntcy Conkin, international account manager 
for Fort Knox Escrow, characterized the intel- 
lectual property. While this seems like a ser- 
vice for developers, in fact it serves both the 
developer and the licencee, says Conkin. "We 
provide a legal agreement which the licensee 
and the developer sign saying that if certain 
conditions are met — for example if the devel- 
oper goes bankrupt — then the source code 
will be released lo the licensee, so that the 
licensee can continue to support ihemselve.s or 
support that product if need be.” In other 
words, it acts like an insurance policy. 

Fort Knox Escrow presently has about 
7.000 clients in 37 countries, says Conkin. 
But she notes: "As software continues to be 
developed at an exponential rale, I think more 
people are feeling the need for escrow, and 
feeling the need to protect their investment or 
help their licensee protect their investment. 
It's being proactive about it." 

Many of the attendees represented gov- 
ernment departments and industry associations. 
Tanja Stockmann, project manager of the 
Software Human Resource Council's software 
development worker pilot project, described 
the need.s her project is trying to meet. 
"Canadian indiLstry has indicated it is facing a 
real skills shortage," she says, noting that the 
technology industry has identified seven joh 
descriptions that they are having a difficult lime 
filling. Among the jobs crying to be filled are 
embedded systems software designer, software 
products developer. MIS software designer, 
multimedia software designer, senior anima- 
tion effects editor, and software designers for 
telecommunications and services. 

The council, working with three govern- 
ment dcparimenis: Human Resources 
Development Canada, Indu.siry Canada, and 
Citizenship and Immigration, is working at 
streamlining the issuing of work permits “ihut 
allow temporary foreign workers to come to 


Canada to fill information technology posi- 
tions which can’t be filled by Canadians." 

Stockmann is quick to point out that the 
project is not intended to bring in competitors 
to Canada’s existing skilled software workers, 
but to fast-track managers with the skills that 
are needed but do not exist in the labor pool, 
“The whole goal behind bringing in tempo- 
rary foreign workers i.s to have them retrain 
Canadians to incretuse competitiveness for 
Canadian industry, and also to increase jobs." 

Stockmann says that for every temporary 
foreign manager a company brings in, it will 
create three to four new jobs. However, "we’re 
not interested in bringing in a Cobol program- 
mer or a C-H- programmer because Canada has 
a lot of them. Wc want lo see those positions 
fiiled by Canadians." she notes. 

On the last day of the conference, federal 
industry minister John Manley delivered a 
keynote address, and released the final 
Information Highway Advisory report entitled: 
Preparing Canada for a Digital World. The 
report summarized the 224 recommendations 
made during Phase I. along with information 
on the progress being made. These cover sev- 
eral broad categories of the so-cailed informa- 
tion highway, including infrastructure, access, 
Canadian content, economic and employment 
factors, and education. The report recom- 
mends, for example, that a Canadian multime- 
dia fund should be established "to supptin the 
development, production, distribution and 
marketing of Canadian cultural and multime- 
dia products." and that government should 
provide additional funding to public libraries 
to support public access sites. CW 

Contacts: 

Fori Knox Escrow Services Inc.: 

(404) 298-2003 

http://www.ft)rtknoxescrow.com 
Electric Mail Co.: 

(604)482-1111 

hltp://www.clectric.net 

Software Human Resource Council: 

(613)237-8551 

http://www.shric.ca 

David Tanaka is a Vancouver-based Journal- 
isi ami Editor of The Computer Paper. He can 
he reached at david@tcp.ca. 
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83X more ccapaciliy 


Fits in your 3.5" drive bay 
Easy-to-install ATARI IDE interface 
5X faster than standard floppy 
Takes your old 720KB & 1 .44MB 
3.5" diskettes 
Perfect for backing up or 
transferring large files 


llyppyl 


Toll-Free Tech Supported by 

Beautiful retail 

Digitol Research Technologies 

box includes: IDE 

Drive Manufactured by Mitsubishi 

cable, S.25" 


mounting kit & 

+ • ♦ •♦V. Preferred Media: 

bracket, power 


connector, user 

IMATION 

manual & driver 

V SuperDisk 120MB 

diskette 


Distributed by 


LINKUP 




Voice: 41 6-499-4707 • Toll-Free; 1 -888-218-4968 
Fox: 416-499-6103 ■ E-mail: sales@linkup.on.ca 
hltD :/ /www.lirtkup.on.co 
Regional distrihutors welcome!! 
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Broad Selection • Competitive Prices • Brand Names 



SCEPTRE SOUNDX 4St)0: 


■ 12.1" SVGA TFT Display 

• 128 bit Accelerated Graphics 

• Advanced Modular Design 


"This system was a great performer on 
our tests, garnering the round ups highest 
graphics and processor scores." jan.21, 1997. 


SCEPTRE SOUNDX 5500: 


• 233 MHz Intel Pentium® 
Processor with MMO™ 
Technology 

• 13.3" TFT XGA Display 
(1024x768) 


• 128 bit Accelerated Graphics 
(16.7 M Color) 

• 48 to 144 MB EDO RAM 

• 3 GB Hard Drive 

• 16x CD-ROM 


sounwx™ 

SCePTRS 



LAPRD Marketing Corp. 

Dealers 120 -377ijacombs road, Richmond, b.c. V6V2M5 tel(6D4|23i-i628 fax:(604)23i-1626 Dealers 
Wanted Web Site: http//www.lapro.cam Wanted 









Expand Your Capabilities! 

(without collapsing your checkbook) 



SOUNDX 5500 

SOUNDX 5000 

SOUNDX 4500 

• 13J-TTTXOA Dispity 

Aoxteraloi (16.7 M True Colon) 

• Touefipad /6.2 lt> 

$4,999 (US) 

• llrTFTSVCA DispTav 

• .32MnRAM(l4dMBMax.| 

• 11) U8 (Up l^aCB) Hard Drive 

• OpIloosBaywiUileXCO-ROMor 

$3,999 (US) 

■ lirTFTSVGADtsp^) 

• 16MB RAM (KUMB M».) 

• 23IGB(Uplo.7.l)a8)HardOrive 

$2,999 (usi 


When it comes to number 
crunching, data processing, 
information storing, graphics 
generating, presentation 
blasting performance. Sceptre 
notebooks rock! 

These Sceptre notebooks, from 
the extreme-performance/ 
extreme-value S4500 featuring 
a 166 MHz Intel Pentium^ 
Processor with MMX"' 
technology to the ultra extreme- 
performance S5500 featuring a 
233 MHz Intel Pentium'" 
Processor with MMO'“ (Intel 
Mobile Module) technology, 
come with these features: 

• Intel low voltage mobile TCP Processor 
and system controller chipsets 

• 2 Type II /I Type 111 PCMCIA slots 

• Built-in stereo sound 

• 9-cell Lithium-Ion battery with built-in 
remaining life indicator 

• Microsoft Windows 95 installed 

• Industry standard security lock ready 

• IrDA l.OStandardcompliance 

• One year warranty 

Options for Your Soundx 

• 33.6k Fax/Modem 

• lO port replicator 

• Auto hot docking station 

• Extended warranty 


To get you hands on one of these capability 
expanding machines so you too can rock, call: 

888 - 580-5588 

Check out our website at: 

www.sceptretech.com 

See us at Comdex 97. Booth # S3538 
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The Big 
Picture 

A Look At Monitors And Displays 
For 1 998, In High-Resolution 


hy Jeff Evuns 


MAG 0)320 



T his past year lias seen the ‘Personal Computer' con- 
linue (u change its shape, into an array of noii'iradi- 
lional forms dictated by customer budgets, new 
forms of networking and connectivity, new end-user needs, 
and new display technologies. 

The reach of personal computing has been expanded 
by handheld device.s such as the PaImPilol and the 
Windows CE computers, plus limited-function Network 


Computers (NCs) and Network PCs. along with lavish 


multimedia home computing systems integrated with 


home theatres, and true ‘desktop replucemenl’ notebooks. 


And all these new permutations of personal information 
devices have both demanded new display technologies, 
and benefited from the latest offerings of the display 
industry. But (he traditional 14-inch and 15-inch color 
monitor categories have remained the mainstay of com- 
puter resellers. These traditional monitors have become 
cheaper and often ‘smarter.' and easier to use. Around the 
edges of this basic display technology however, a weird 
and wonderful garden of more exotic display options 
IS rapidly sprouting. Large format desktop monitors 
(17-inch. ]9-inch, and larger) are gaining market-share; 
color LCD panels are available in a dizzying spectrum of 
formats; and large-formal television sets and flat plasma 
displays aie starting to link the computer to the home 
video market. All of these changes in the computer display 
market offer new opportunities to creative resellers. 


it 


i 



MONITORS AND DISPLAYS 


The Old Way Is Still The Best 
Way (for those on a budget) 

The more some things change, the more at 
least a few other things remain the same. In 
^latc 1997, there is still a surprisingly healthy 
' demand for 14-inch monochrome cathode ray 
lube (CRT) desktop monitors, but it's mainly 
in utility computing areas such as point of sale 
I and dumb network terminal applications. The 
{►piaiii vanilla 14-inch color SVGA monitor is 
still remarkably popular in 
I Ihe !owest-cnd, budgei-con- 
s retail, education and 
^business computer market 
Segments, but there isn't 
L much interesting to say about 
I that old 14-inch workhorse, 

‘either. Few manufacturers 
e putting much effort into 
improving 14-ineh monitors 
of either the black and while 
or color varieties. Indeed, 14- 
inch monitors are low-price, 
low-margin, ‘no-brainer’ items for re.selicrs 
and end-users alike. But their small .size makes 
them unappealing to end-users with serious 
graphics, desktop publishing or multimedia 
needs, where the 14-inch monitor's cramped 
dimensions and limited pixel resolution rapid- 
ly becomes tiring and frustrating, leading 
many end-users to trade up to larger displays. 
This can be a boon to resellers — any home 
PC owner with a 14-inch monitor is a good bet 
to return to the store eventually, ready to be 
upsold to a bigger, better monitor. 

The 15-inch color CRT desktop monitor is 
still the most popular choice for the mainstream 
computer user. It has a sufficiently large view- 
able area to display a spreadsheet, game, Web 
page or a letter-size document page for com- 
fortable viewing. Manufacturers such as NEC. 
ViewSonic tuid Sceptre are still investing con- 
siderable research and development effort-s into 
improving such features as easy to use controls, 
onscreen displays, and maximum flatness, 
brightness and viewable area. 

But Bigger IS Better 

One of the monitor categories that has seen the 
greatest growth in 1997 has been in Ihe over- 
15-inch desktop monitor segment. The 17-inch 
monitor has come down in price to well below 
$1,000 in many cases, making it an affordable 
choice for a much larger number of computer 
users. As the spread of computers into the 
hands of new users has slowed in recent years, 
an increasing number of PC and monitor sales 
are to second- or third-lime buyers. 

These buyers, after years of computer 
using experience, are often willing to invest a 
little more money to get increased coml’ori 



and quality. According to NEC. Ihe average 
monitor outlives two to three of the desktop 
PCs beneath it. Experienced end-users know 
that the choice of monitor is an important 
long-term decision. This gives resellers a 
good business case to make in support of a 
good quality, lai^e-formal monitor — it's a 
good investment. Large formal monitors also, 
in spile of falling prices, generally offer a bet- 
ter margin to resellers. 

One of the most excit- 
ing new kids on the monitor 
block is the 19-inch formal 
monitor. With a desktop 
footprint very close to that 
of a 17-inch monitor, 19- 
inch monitors offer a much 
larger viewable area than 
17 inches, at a much lower 
cost than 2 1 -inch monitors. 
Over 19 inches, prices still 
haven't been reduced 
enough to allow a big 
increase in sales. Very large monitors 
generally only make sense to end-users as part 
of a high-end prol’essional computing solu- 
lion-typically a workstation or 'workstation- 
class' PC used lor jobs such as engineering, 
animation, or CAD. The key to up.selling 
monitor users is to connect the benefits of a 
better monitor to the user's past experiences 
and current needs. 

Features And Benefits 
Of Current Monitors 

Until a couple of years ago. features such as 
Energy Star power saving, MPR II low energy 
emissions, decent anti-glare coatings, and com- 
prehensive. easy-to-use 
controls were sufficiently 
rare as to rale special men- 
tion. Now. however, there 
are few salable monitors 
that don't have these fea- 
tures. The main selling 
points now arc the size of 
the dot pitch, the quality 
of the CRT (the Sony 
Trinitron tube is still the 
king, though both NEC 
and Toshiba have high- 
quality competitors), the 
issues of frequency range 
and screen resolution. 

A monitor's frequency range determines 
the comfort level for the user, and the detail of 
image that can be displayed. The horizontal 
frequencies of monitors can range from 
15.75KH/. (NTSC television frequency) to 
aboiii lODKHz. Most computer monitors sup- 
port a horizontal range from about .lOKHz to 



80KHz. Anew trend In multimedia monitors is 
to extend the horizonial frequency range down 
to l5.7,5KHz. to make them compalible with 
composite NTSC signals. Especially with 
large formal TV/compuler monitors, this eases 
the integration of computer with television. 

The vertical frequency range of most 
monitors is from uboiii 40H2 to l20Hz. A 
60Hz di.splay is likely to be very .shaky and 
uncomfortable to view for long periods. The 
most suitable, rock solid display is 90Hz or 
above. Most current graphics cards will out- 
put signals ranging from about 40Hz to 
l50Hz. and picture resolutions ranging from 
320 by 200 pixels to 1 ,280 by 1 .024. or some- 
times, l.fiOO by 1,280 pixeU. In general, the 
higher the resolution supported at the highest 
vertical frequency, the better the image quali- 
ty of the monitor. 

Most monitor makers off'er a range of 
quality in each size category. The best quality 
(and the most expensive) monitors have Sony 
Trinitron lubes or comparable tubc.s from 
Hitachi or NEC. .26-inm or better dot pitch or 
equivalent, lavi.sh on-screen controls for 
adjusting Ihe picture, and sometimes extra fea- 
tures such as professional graphic arts color 
matching, and .separate BNC connectors for 
each color component- Further down the food 
chain, monitors with coarser, larger CRT dot 
pitches (generally .28 mm), fewer control 
options, and lower overall crispness and bright- 
ness offer a decent quality for a low price. 

For example, the Dayiek DT- 1 73 1 D has 
.28-mm dot pitch, and a maximum resolution 
of 1 ,280 by 1 .024 at 60Hz, for a street price of 
around $640. 

The AcerView 78ie 1 7-inch is a high res- 
olution (1,280 by 1,024 
at 75Hz. with a .26-mm 
dot pitch) representative 
of the line, that .sells for 
about an $850 street 

Viewsonic's new 
P775 17-inch monitor 
(16-inch viewable) has 
a .25-mm dot pilch, and 
maximum 1.600 by 
1.280 resolution at76Hz. 
and 1.280 by 1024 at 
88Hz. plus a menu-dri- 
ven OnView control set. 


iSypcASOO 


fora MSRP of$l.l39. 


The LCD Revolution 

Perhaps Ihe biggest change in the monitor 
market has been outside the traditional CRT 
monitor sector. Bigger, cheaper liquid crystal 
displays have helped allow notebook PCs to 
become a real competitor for traditional desktop 
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computers and their CRT monitors As well, 
advances in LCDs have also allowed displays 
to be integrated with a wide range of comput- 
er and audio visual equipment, ranging from 
notebook PCs to 
handheld PCs. to 
video projection 
devices, to digital 
eameras and digital 
video cameras. 

As major suppli- 
ers such as Hitachi 
and Sharp have 
refined their manufac- 
turing technology with 
billions of dollars worth 
of investments in recent 
years, the cost of color LCD screens has 
plummeted, while the size and resolution of 
screens has increased. 

Many resellers are finding that notebook 
users often no longer need a desktop monitor 
to attach to their mobile PC while in the 
office. The 1 3.3-inch screens on today’s top- 
of-the-line notebooks have nearly the same 
viewable area us a 15-inch CRT monitor. 
This represents the loss of some CRT 
monitor sales, but the 
higher cost of top of 
the line notebooks 

pensatc for this. 

LCD Screens 
On The Desktop 

An increasing number of LCD 
screens are being mounted in 
frames for use with desknop 
PCs. Their main selling feature, 
aside from looking cool, is that 
they lake up less room on the 
desktop, weigh less, and can be left running 
without degrading a picture tube. However, 
desktop LCD screens arc far 
more expensive than a CRT 
monitor, they have a limited 
diagonal viewing angle, a 
users complain that the pic 
ture quality, particularly 
brightness and color a 
racy, is generally lower 
than the best quality 
Trinitron CRTs. Never- 
theless. some manufac- 
turers such as Scepue 
have made a splash 
with their elegant look- 
ing LCD desktop monitors, and look forward 
to increasing sales as prices decline. 

According to an NEC study, once LCD 
screen.s gel within a 50 per cent price differ- 


ential to CRT monitors, up to a quarter of PC 
users claim they will buy them. In the mean- 
time, sales of LCD monitors will remain 
restricted, aliracung more window shopping 
activity than sales. 

When Small Is Beautiful: 

Tiny Screens Everywhere 

The liny but brilliant and detailed screen of 
Toshiba’s Libretto computer shows an 
incredible amount of detail in the Windows 
display of that handheld PC sized 
powerhouse, and points the way 
for color LCDs to become nor- 
mal for all kinds of handheld 
computers. The main push current- 
ly in the notebook market, however, seems 
to be to build notebooks with full-sized 
screens and keyboards, while reducing weight 
and thickness. Sharp, in particular, has largely 
explained its re-entry into the North American 
notebook market in terms of its expertise 
building LCD screens, 
and iLs new line of 
notebooks combine 
compactness with 
large, bright screen.s. 
Handheld PCs. 
such as the Fujitsu 
Stylistic, also display 
the Windows user 
interface on small for- 
LCD, with touch 
screen capability. 

A more subtle trend is to integrate tiny 
color LCDs into all kinds of digital devices. 
The Kodak LC120 high resolution digital 
camera, for example, has an excellent pre- 
view screen to allow users to check the basic 
composition and lighting of pictures before 
transferring them to a computer. The integrat- 
ed small foniiai LCD screen is likely to keep 
spreading in the handheld PC market, 

Set-Top Boxes, 
Surfing From The 
Sofa, And Other 
New Waves 

After 15 years of computer 
monitors evolving away from 
television's 15.75KHz frequency 
(to escape from the jittery, blurry 
quality of text on a TV monitor), a 
variety of factors are driving moni- 
tor makers tu offer some big, TV 
frequency compatible monitors that 
can connect to various kinds of 
computer and consumer video devices. This 
re-connecting of computers and TVs is being 
driven by many factors: the desire of families 
to have large-formal displays for gaming and 


Sceptre Pushes 
Displays, Canada 


On Sept, II. at the Metro Toronto 
Zoo, Sceptre Technologies Inc, 
unveiled its latest display products to 
the Canadian market, and also sig- 
naled its intention to become an active 
corporate citizen in this country. 
Sceptre’s corporate mascot Brutus - 
a colorful Monitor Lizard, helped 
sponsor the Komodo Dragon and 
White Alligator exhibits at the zoo. 
The Komodo Dragon is the world's 
biggest Monitor Lizard, and accord- 
ing to Sceptre representatives. Sceptre 
is aiming at becoming Canada's 
biggest computer monitor vendor. 
Current industry figures indicate that 
in little over a year. Sceptre has vault- 
ed into the lop five of monitor ven- 
dors in Canada, and may even rank as 
high as number three, after Daytek 
and Samsung. 

Sceptre’s president and CEO 
Stephen Liu, and Canadian distribu- 
tion manager Richard Gallegos were 


on hand to announce Sceptre's 
involvement with the Metro Toronto 
Zoo as a symbol both of the compa- 
ny’s commitment to environmental 
causes, and to its desire to put down 
community roots in Canada. 
According to Liu; “Sceptre Is work- 
ing to increase its Canadian involve- 
ment,’’ and is “now really a part of 
Canada.” 

In conversation with CCW, Liu 
went on to say that Sceptre, which has 
been making monitors since 1984, and 
notebook PCs since 1989, is particu- 
larly interested in bringing the LCD 
monitor into the mainstream. "Last 
year (1996), the market for LCD pan- 
els was cold," he explained. “The 
market did not want to pay thousands 
of dollars for lO-inch or 12-inch LCD 
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THE 

Point Of Sale Hardware 
Specialists For Today’s 
Business Needs 


Epson. 

The #1 Choice 
In PC-POS Printers. 


Right Down The Line. 


No matter what your PC-POS system requirements 
are. Epson has a printer that will meet your needs. 

With their advanced features, and the quality and 
reliability Epson is famous for. Epson’s PC-POS printers 
are right for even the most sophisticated POS systems. 
And with Epson's open architecture products, your 


customers will realize significant savings now, and in 
the future when they need to add new functions. 

So make the right choice for your PC-POS system and 
make sure it includes Epson printers and peripheral.s. 

To find out more about Epson’s complete product line, 
call (416) 498-99.‘)5. 


EPSON 


The choice is yours . . . contact your nearest SDMS representative TODAY! 


SDMS 


SUMS |BC) SDMS (ON) 

PH: (604) 270-6787 PH: (905) 564-4S97 

FX: (604) 270-4556 FX: (905) 564-5920 

Email: bc@sdirs.ca Email: on@>sdms.ca 


SDMS(PQ) 

PH; (514) 343-9998 
FX:(514) 343-4421 
EMAil:gc@sdms.ca 


Visit us on the web - http://www.sdms.ca 

1-800-677-SDMS 
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The advent of 15-inch LCD 
panels has exciied much greater 
praclical imcresi. and the only task 
remaining is to drive down prices- 
“We have invested 
very large amounts of 
money bring the price 
for t.CD panels down 
to affordable levels, 
and ensure plug and 
play compatibility for 
all kinds of graphics 
chipsets," he said. 

Liu also staled that Sceptre is com- 
mitted to driving the cost of 15-inch 
LCD monitors down. 

He said future mod- 
els of LCD monitor will 
likely have the capability 
to display either comput- 
er or NTSC television 

Liu also commented 
that as concern for envi- 
ronmentally friendly and 
healthier computing in- 
creases, the LCD monitor, j 
with its zero radiation 

energy consumption, and 
les.s tiring- flicker-free dis- 
play, will become the pre- 
ferred desktop monitor for ft 

discriminating PC users. 

And although traditional CRT 
monitors will retain their position a.s 
the choice for most Sceptre cus- 
tomers, LCD monitor sales will lake 
off in 1998, he predicts. 

Richard Gallegos, who has shep- 
herded the Sceptre line to its current 
level of sales in Canada, claimed that 
an industry-wide price drop on LCD 
monitors could be expected in Ql of 
1998. 

Sceptre has decided to jump the 
gun on the rest of the industry, howev- 
er. by dropping the price of the FT15 
LCD monitor from a street price of 
US$2,995 to US$2,195- He claimed 
that Sceptre .sales through its Canadian 
distributors are booming: "For exam- 
ple. sales through MultiMicro/Hartco 
doubled between June and September." 
Gallegos also claimed that the new 
P75A 17-inch CRT monitor, which has 
won awards since its first appearance a 
few months ago. demonstrates 
Sceptre'.s intention to avoid becom- 
ing just another commodity monitor 
supplier. "Wc want to establish a 
brand name for quality, a reputation 
that customers can trust. We'll offer 
good value without simply compet- 
ing on price." 




Web browsing, the 
advent of high-qual- 
ity digital movies 
on compact discs 
leiiherMPEC-l for- 
mat on regular CD- 
ROMs, or MPEG-2 
rcadiaHome format on DVD), 

loratar and the usefulness of 

displaying business or educational 
presentations and videoconferenc- 
ing on laige formal TV sets. 

The new line of Arcadia monitors from 
Princeton Graphics is a potent example of 
display technology that combines television 
and computer compatibility in 28-inch or 3 1 - 
inch CRTs, for use in the 
home or corporate presenia- 

The Monochrome 
Ghetto 

Aside from the remaining 
markets for monochrome 
dumb terminals and the 
like, there is still a relative- 
ly large class of computing 
• • V devices that use mono- 
chrome of greyscale dis- 
play.s. They are mostly 
handheld gadgets such as the 
3Com Palm Pilot, the Windows CE 
devices from makers such as LG Electronics. 
Compaq. NEC and Philips, the Newton 
MessagePad 2000, the PSION 5 and a variety 
of other electronic organizers. 

Aside from cost, the main factor keeping 
handheld computer displays colorless is 
power consumpiion-eiiher color LCDs will 
have to be made requiring less energy, or bat- 
tery technology will have to improve. The 
one really sophisticated new monochrome 
device to hit the market in 1997 
Apple E-Male 1000, a near-notebook 
device which uses Newton technology 
offer studeni.s a cost-effective alterna- 
tive to a full-fledged notebook PC. 

However, Window.s CE ver- 
-sion 2.0, already in the hands of 
hardware vendors; promises sup- 
port for color screens, NEC, for 
example is gearing up to ship a 
color Windows CE handheld. 

Projectors, Pixelboards 
and Jumbotrons 

CRT and LCD screens arc not the only display 
technologies for viewing computer data. LCD 
technology Is widely used in LCD projectors, 
devices which can project the graphics output 
of a computer video card, or a feed from a 


Portrait 



VCR or camera, onto a screen or a suitable 
wall. There are a variety of vendors of LCD 
projectors, including Sharp. NEC and Epson. 
Computer-driven 
pixelboards are an 
example of a fairly 
simple technology 
that is proven to be 
effective as a public 
information and ad- 
vertising aid. 

Outsized video 
displays, .such as jumbo col- 
ored displays in public 
places, video wails and very 
large, non-portable LCD projectors, are usu- 
ally the province of specialized A/V resellers 
and VAR-s. 

Beware The Drool Factor 

Resellers should be aware thai the amount of 
press coverage a display technology receives 
is nol alway.s proportionate to its salability 
today. The so called 'drool factor.' or 'gee- 
whiz' quotient of a really sexy new technolo- 
gy like 40-inch plasma screens for hanging 
on a wall is in inverse proportion to its signif- 
icance in the market. 

Large-sized LCD desktop monitors and 
plasma screens will gradually come down in 
price, but for the time being, they are more a 
technology demonstration than a money mak- 
ing opportunity- Give ihem a few years 
though, and who knows? 

Displaying The Future 

It seems likely that there won't be any 
absolute winner in terms of display size or 
type. End-users have a wide range of needs, 
including degree of portability and cost. There 
may someday be a market for credil cards 
with LCD screens on them. Public phones 
may include videophone screens 
within the next decade. More homes 
will have large TV sets connected to 
the Web, or satellite Direcl-To- 
Home dishes and DVD play- 
ers. There may even be display 
systems ihai project 3D 
images directly to the interior 
of the viewer’s eyeball. 

For now, though, the 
Iransilion to 17-inch and 19- 
inch monitors, and the high 
market demand for 13-inch 
notebook screens seem to offer the best 
prospects for sales and profits in 1998. CTO 

Jeff Evans is Associate Editor of Canadian 
Computer Wholesaler. He ran he reached at 
Jeff@tcpon.cam. 
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Some things just naturally 
go together. HP NetServers and 
HP SureStore DLT Library. 



For resellers, it's a delicious fact that 
sooner or later every server customer is 
going to need to back up all those files 
they’re creating. And no backup solution 
complement’s an HP NetServer*'* sale 
better than the new HP SureStore^'' DLT Library. 

Not only is the HP SureStore DLT Library a hot way to increase 
sales, it offers your customers peace of mind at an affordable price. 
Along with robotics technology that is proven and extremely 
reliable, you also get outstanding performance. The HP SureStore 
DLT Library backs up and restores data automaticaUy, transferring 
at rates of up to 6 MB/second with data compression. Of course 
the HP SiueStore DLT Library works seanrlessly with 
HP NetServers and installation is typically HP-smooth 
and user-friendly. 

HP NetServers an<l HP SureStore DLT Library. 

It’s hard to imf^ine one without the other'. 



m 


HEWLETT* 
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All's well that ends well? 

That’s assuming one is content with the print- 
er that’s on the end of a desktop or at the end 
of a network, of course. 

But, laser printers now deliver impres- 
sive output for just pennies a page. However, 
when selling a new printer, first think about 
what it must print. If it's mainly text with 
minor logos and graphics, then a mono- 
chrome laser printer is suitable. Will your 
customers be doing color presentations'? 
Consider a color laser. If that's too rich for 
their budget, a high-quality, low-cost, ink-jet 
printer may do. 

Choosing the right printer means strik- 
ing a balance between creative impulses and 
the more pedestrian tasks we all have to wade 
through. And the purchase price may be only 
a fraction of the revenues a printer may bring 
you overall. 

in The Black 

For your customers, although it's a cliche (but 
with good reason) — you gel what you pay 
fur. If cosi-per-page (which includes ink and 
paper) is high, the primer will be purchased 
many limes over. Color laser printers, howev- 
er. arc still a hit pricey and their cost per page 
is higher since users need to buy toner color 
cartridges and special paper. A color laser 
should only be required for serious color 
needs or sharing a color printer over a net- 
work. This explains why most companies are 
content with their monochrome laser work- 
horsc-s. A monochrome laser printers 
designed for small- to medium-sized work- 
groups is the average choice, and a wise one. 
Heavy use of a light-duty printer can end up 
costing the buyer more in the long run. 


On a positive note, don't be surprised to 
.see high-end ink-jets become network work- 
horses. and monochrome printers will step up 
to l.20()-dpi resolution. Watch for prices on 
color laser printers to drop — by up to 50 per 

But you can brighten up your cu.stomers’ 
world with the latest color printers. 

Who ever buys a black-and-white televi- 
sion? Only if you are a collector and keep 
interest in antiques. You may want to remind 
your cu.stomers of this when they're shopping 
for a new printer. If they're eyeing the rock- 
bottom price lags adorning most mono- 
chrome laser printers, they may be wasting 
their tiine. 

Going with color does open up more 
possibilities. Your customer creates a crisp 
business presentation from scratch, prints it 
on transparencies, all the night before. (On 
the home from, could the kids raise their GPA 
an entire point with eye-catching term 
papers?) 

A new color printer is also the perfect 
companion for a snapshot scanner, a digital 
camera, or the photo-storage CDs you can get 
from professional film developers. Color 
looks great, no doubt. But you'll still need 
sharp monochrome printing for letters, forms, 
and other projects that have well-defined 
black text, but without smears or badly 
blurred edges. 

Memory And Speed 

The amount of RAM in a printer very much 


depends on the tusk. Documents of up to 10 
pages can easily be printed on a printer with 
a minimum of 1MB of RAM. As a rule, 
512KB (on up to 2MB) of RAM is typical for 
a desktop laser, while I MB or so is adequate 
for a color ink-jet. For network printers, a 
minimum of 2MB is standard- Although it 
depends on the network environment, the 
printer is in graphics departments should 
have no less than 24MB of RAM and office 
environments should have 12MB of RAM. 
Furthermore, the higher the resolution of a 
printer the sharper is the text and images, and 
600 dpi is standard. In desktop lasers, engine 
speeds range from eight pages per minutes 
(ppm) to 12 ppm. For network use, look for 
monochrome models that can do 12 ppm. As 
a rule of ihumb. the higher the resolution, the 
more RAM is needed and the higher the 
RAM. the fa.ster the output. 

Our Tests 

We asked various manufacturers to send us 
monochrome laser printers with speeds rang- 
ing from 12 ppm to I6ppm that are network- 
able. either out of the box or via an optional 
network interface card. We also stated that the 
printers should be priced under $3,000 if at 
all possible. In ihe end, we ended up with a 
very good mix of various monochrome 
machines, each with certain qualities that 
would make it a great addition to any small or 
medium-sized office. We compared print 
speeds, output quality, and ease of selling up 
the units right out of the box. 
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Direct From Manufacturer 

All Memory is Brand New & Comes With A Lifetime 
Warranty or 30 Day Money Back 


S2S WESTERN DIGITAL 




Modems 
33.6K int. w/voice $72 
55. 6K int. w/voice $81 

€ss; 

ESS Ttchnology, Inc. 
Sound Cards 
ESS 1869-3D PnP$17 
Creative 16 bit $45 
Creative AWE-64 $81 


Video Cards 

Trident 9685 PCI 3D+2MB/4MB 
Trident 9685 PCI 3D 4MB+ TV OJt 
Trident 9685 PCI 2MB + TV Tuner 
Stealth 3D W/2MB+ DRAM 
Stealth 3D w/2MB or 4MB VRAM 


Hard Drives 
1.2GB SI 25.00 
1.6GB $137,00 
2.5GB $180.00 

3.1GB $201.00 
4.0GB $251.00 
5.1GB $call 


Memory 72-Pin EDO 
and Non-Parity 


1 X32-60 
2X32-60 
4X32-60 
8X32-60 


ATI 3D Exp, 2MB EDO RAM 
ATI 3D Exp. 2MB SGRAM 
ATI All in Wonder 4MB EDO 
S3 ViRGE W/4MB EDO 
Matrox Millenium II w/4MB or 8MB 


CO - ROMS 
12X IDE int. $52.00 
16X IDE int. $61.00 
20X IDE int, $71,00 
24X IDE int $78.00 


TOSHIBA 

Panasonic. 

>Mdonics. 


DPI 586ipvg Board 



AMDn 


PRINCETON 


CPUs 

Pent-166Mhz $101.00 
Pent-200Mhz $222.00 
P-200Mhz MMX $245.00 
P-233Mh2MMX $371.00 
P-Pro180Mhz $185.00 
P-Pro 200Mhz $474.00 
Pent-ll 233Mhz $550.00 
Pent-ll 266Mhz $648.00 
AMD K6-200 MMX $222 
AMD K6-233 MMX $304 
Cyrix M 11-166 $121 
Cyrix M 11-200 $191 

Qrrtx int^ 


All items in stock, check our 
web site 

www.gestools.com 
562*802-3644 USA 



See The Difference! 
Monitor 

14" President .28 Analog 
1 5" ViewSonic .28 Flat-Digital 
17" ViewSonic .28 Flat-Digital 
20” ViewSonic .28 Flat-Digital 

Motherboards 
Intel 430VX PCI Chipset 
Pent 75-200MHZ w/512Kpb 
Cache $72.00 

Intel 430TX PCI Chipset 
Pent 166-233Mhz MMX 
w/512Kpb Cache $92.00 

We’re exclusive Distributors 
of Trident Video Cards and 
DPI Motherboards in Canada. 
Give us a call today, and receive 
the list of prices !! 


DPI 686ipk Board 


mi 



Fax 562-802-8404 


nc UB 

GES TECHNOLOGIES 

Office Hours M-F 8-5 PST Sat 8-4 PST 


** System Board Distributors 
and Dealers Wanted ** 
Please call at 
562-802-3644 
Your one-stop Source! 

Broad Selection . Competitive Prices . Brand Names 





LAB TEST 


Fujitsu PrintPartner 14ADV 


Suggested Retail Price: $1,895 
Street Price; $1,395 

Reseller Authorization Requirements: None. 

Marketing Support Far Resellers: 

Reseller referrals. 

Toll-free-tie in to resellers. 

National advertising, 
incentive programs. 

Maintenance And Technical Relationship With Resellers: 
One-and-a-half-year warranty includes parts and labor 
(Authorized Service Agents only). 

Toll-free tech support. 

Dedicated technical BBS. 

Web site includes technical information and drivers. 

Free technical training for Authorized Service Agents. 

Volume Discounts: No. 

Demo Unit Availability: 

On loan for evaluation purposes only. Handled directly by Fujitsu 
Canada. 

E-mail: printer,s(§fujitsu.ca 
Fujitsu's View Of The Market: 

“The product market is quite wide and includes everything from 
the SOHO environment needing a high-voiume business printer, 
to a network/workgroup printer in a small to latge corporation. 
The market typically requires more flexibility and features than 
lower-end laser printers," says Gord Toms, marketing manager of 
print products at Fujitsu. “Versatile paper handling capabilities, 
along with PCL and PostScript printing are becoming basic 


requirements for this market segment. 

Duplex printing is a growing trend 
in larger size businesses." 

System Strengths: 

“Impressive features include a 
40MHz processor, standard 11MB 
of memory, a 35,{X)0 pages/month 
duty cycle os well as low running 
costs. In addition the PrintPartner 
UADV's paper handling includes two 
standard automatic paper feeders and the 
printer can easily be expanded to do duplex printing," says Toms. 
Editors' Notes: 

Fujitsu's newest design is the PrintPartner I4ADV. It packs in a 
lot of great features for a very reasonable price. Under the hood is 
a SPARC Lite RISC proces.sor operating at 40MHz. This will help 
process the documents and gel them out onto paper with very lit- 
tle delays. It's classified as a 1,200 dpi-class printer, with a maxi- 
mum output resolution of 600 by 2,400. Print .speeds go as high as 
14 ppm when printing on standard 8.5 by 1 1-inch paper. The stan- 
dard options on this unit include 11 MB of RAM. a parallel inter- 
face and a total paper capacity of 650 sheets. The RAM is easily 
expandable to 67MB in total using industry standard 72-pin 
SIMMs. A duplexing option for this printer is listed at $495 from 
Fujitsu. Customers who huy this printer before Dec. 3 1 are eligi- 
ble to purchase a coupon for $50. which would entitle them to two 
toner cartridges. These normally have a suggested retail price of 
$145 each, making this offer a great bargain. The price makes this 
printer one of the least expensive priming solutions in this entire 



Hewlett-Packard LaserJet 5M 


List Price: $2,751 

Reseller Authorization Requirements: 

Must be an Advanced Solutions Provider. 

Marketing Support For Resellers: 

Co-op advertising. 

Marketing funds. 

Reseller referrals. 

Toll-free tie-in to resellers. 

Pop displays (for the HP LaserJet 5, not the 5N or 5M). 

National advertising. 

Maintenance And Technical Relationships With Resellers: 
Warranty is for one year, and includes parts and labor. 

There Is an optional three-year extended warranty. 

Reseller can offer service. 

Toll-free tech support. 

Dedicated technical BBS. 

Web sites includes dealer-specific .space, and drivers. 

Demo Unit Availability: Avd'i]ab[c on request. 

HP's View Of The Market: 

“It is designed for any network for general office use in medium 
to large companies. The HP LaserJet 5 advances the art of busi- 
ness printing. It’s built on the proven performance of the HP 
LaserJet 4 Plus printer with improvements that make printing eas- 
ier and more productive,” says Catherine Morgan, corporate hard- 


copy product manager at Hewlett- 
Packard. 

System Strengths: 

Morgan cited; faster application 
return and complex printing; ease 
of use and expandability; .seamless 
printer sharing and robust printer 
management for Macintosh, PC or 
mixed client environments. 

Editors' Notes: 

The LaserJet 5M from HP is a good example of HP's commitment 
to quality printers. Powered by an Intel i960JF processor at 
.33MHz. this unit is rated at 12 ppm and comes standard with 6MB 
of memory, further expandable to 52MB. Maximum output reso- 
lution is a standard 600 by 600 dpi, which turned out very crisp 
output in both text and graphics. The 5M features a 250-sheet 
paper tray as standard, plus an additional lOO-sheet/lO-envelope 
tray for a total capacity of 350 sheets out of the box. Interfaces arc 
provided for parallel, .serial, modular I/O. Ethernet and AppleTalk. 
Options for the 5M include a duplexing unit, a 75-enveIope power 
feeder, and a third paper tray with a 500-shcct capacity. There is 
also an option for infrared wireless communications, as well as 
flash memory storage. Toner caitridges are good for about 6.800 
pages, and the printer's monthly duty cycle is rated at 35.000 
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The new Legend Series uses the latest Intel 440 LX Chipset. 



Legend I 

■ AQP slol on-bosrd 




Another proven success ot QDI's innovative technology ■ the New 
Legend Series. It uses the latest Intel 440LX Chipsets, which 
incorporates the most advanced AQP support. 

For those who are striving for pertection In multimedia 
performance and power server platform, the new Legend Series 
is definitely the choice for you. It does not only offer you the 
best multimedia performance, but a variety of choices to meet 
your every special need as well. The series has also tailor-made 
for both Server applications e.g. SCSI, LAN and Home Users 


requirements e g. TV out, Sound on board etc. 

ODI is the true pioneer In computer technology. With our continuous 
efforts in dedicating ourselves to innovations, our products are 
highly recognized from customers worldwide and renowned 
magazines. This new Series is no doubts another proven results 
of bringing QDI to a newer height of the high-end products ladder. 

High end mof/ierboards are no more a legend ■ QD! is your 
answerll! 


LEGEND-QDI 

7S smelts Cnn.uui 4. IfiiMian.OrM. lilt gT4 Tel: 1-9I)M4II3SZ7 Feic1-90S94O9709 
21 CnsMiU Place. lIctDione. I.C. Caiata VtV 262 im: 1-4IH-27667t9 Fair 1-604-Z7889I8 


WADCuunRSiogi computer ichmdr), iuc. 

llOICOMRUTei(ViUICIIUVER),IK. Dell a. 71! 


Tet1-S14-33Sat11 FRt-Sie-33Ka22 


C€FC 



LAB TEST 


Okidata OKIPAGE16n 


Suggested Retail Price: $1,599 
StreelPrice: $1,350 
Reseller Price: $1,150 
Reseller Authoruation Requirements: 

Required to participate in reseller programs. 

Marketing Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP display.?, 

Maintenance And Technical Relationship With Resellers: 
One-year on-site warranty includes pans and labor. 
Reseller can offer service. 

Toll-free tech support. 

Dedicated technical BBS. 

Web site includes technical data, and dealer-specific space. 
There is a five-year limited print-head warranty. 

Xante Accel-a-Writer 8200 


Volume Discounts: No. 

Demo Unit AvailabilitY: Must be an 
authorized dealer. Demo units are 
based on availability and limited to 
30 days. 

E-mail: commenis@okidala.com 
Editors' Nates: 

With a maximum speed of 16 ppm and 
600 by 600 dpi printing, this printer offers a 
good balance of features at a very attractive price. 

Standard options out of the box include 2MB of RAM, a parallel 
interface and a total paper capacity of 600 sheets. The RAM can 
be expanded to a total of 66MB with 72-pin SIMMs available 
everywhere, and optional interfaces are available for Ethernet, 
Token Ring and AppleTalk networks. The OKIPAGE I6n has a 
monthly duty cycle rating of 24,000 pages, making it very well 
suited for small to medium-sized offices. 



Estimated Street Price: US$3,495 
Reseller Price: US$2,970 
Reseller Authorization Requirements: 

This is based on location, the number of years in the industry, the 
types of markets served, the number of employees, and 
volume/revenue. 

Marketing Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Maintenance And Technical Relationship With Resellers: 
One-year warranty is return to factory — parts and labor. 
Toll-free tech support and dedicated technical BBS. 

Web site includes technical information, manuals and drivers. 
Volume Discounts: Yes. 

Demo Unit Availability And Restrictions: 

One per type, every six months, with special price consideration. 

Xerox DocuPrint 4512 


Suggested Retail Price: 

4512 Base — $1,795 
4512 Network — $2,265 
Marketing Support For Resellers: 

Co-op advertising. 

Reseller refenals. 

Maintenance And Technical Relationship With Resellers: 
One-year on-site warranty includes parts and labor. 

Toll-free tech support and dedicated technical BBS. 

Web site includes technical information and drivers. 

Demo Unit Availability And Restrictions: 

Units are available through the Premier Reseller Program. 

E-mail: ask-xerox@xc.xerox.com 
Editors' Notes: 

The new Xerox 45 12 offers an excellent mix of performance and 


E-mail: canadasaies@xante.com 
Xante 's View Of The Market: 

Its high-resolution output, extensive paper handling capabilities, 
fast processing, and cross platform flexibility make it perfect for 
anyone in a desktop publishing environment, says Xante, 

Editors' Notes: 

The Accel-u-Wriler 8200 features a 33MHz AMD 29030 proces- 
sor with print speeds up to 16 ppm. Standard RAM configuration 
is 12MB, with a maximum capacity of 64MB. At 1,200 by 1.200 
dpi. this printer can produce incredibly sharp text and graphics 
with great use of grey tones. Standard paper capacity is a 250- 
.sheei input tray plus an addition 100-sheet feeder, for a total of 
350 sheets. An optional 250-sheei additional tray is also available. 
Standard interfaces on this unit include parallel, serial, and 
AppleTalk connectors which are capable of being accessed simul- 
taneously. An optional Ethernet interface is also available for 
high-speed network connectivity. One of the most attractive fea- 
tures about this unit is its ability to print on oversized media up to 
an impressive 1 2 inches by 25 inches. 


competitive pricing. This 12-ppm 
printer is powered by an AMD 
29240 processor running at 
20MHz, and is equipped with a 
standard 4MB of RAM, upgrade- 
able to 50MB. A parallel interface 
is standard, with optional support 
for Ethernet. Token Ring and 
AppleTalk networking. The 4512 
comes standard with two 250-sheel 
paper trays. An optional high-capacity 
paper tray is available which can hold a whopping 
1,000 sheet.?. 

Another impressive feature on this machine is its built-in duplex- 
ing unit at no extra cost. The unit taxes up considerably less desk- 
top space than other machines in its class. The monthly duty cycle 
is up to 35,000 pages. 
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QDI' 's Hurricane swept through motherboard industry 
Thousands of professional System Integrators 
have turned to us !! 



Switching 


SpeedEasy^'' 


SLOT 1 


Intel 440FX 


PCI Concurrent 


Multi-l/0 Panel 



The new Commander III 
Pentium® II based Motherboard 

QDI is one of the largest PC motherboard 
manufacturers in the world with 



olterDaard manutaclurer, ODI experienced a Ireme 
re than 150%. It ie rot by aharce. Title magnifloen' 
ur strong manulecturing capability, and our lex 


merReting and lechnical support, wt 
are tiappy with our products. More imponantly, they an 
You will be impreeeed by our superb product quality a 
of products from Pentium* to Pentium* Pro Motherboard. 

Act now - Join us as our partners today!!! 


QDI 


HEADOUARTERSillDI COMPUTER (CAUDA), IK. TSSIlIt 
QDI COMPU^RIVAKDIMR), INC. Unit 4. 1352S CretlwgotPliH. Ricliinanil, B.C. Canaja 
ODI C0HPUrER|H0NTR£Al), IK. 2645 Halpim SInet. SI. Hartal. Oaebac. H4S1Pa, Cana 


Mariiham.Onltrio.LaR9T4 Tet l-SDS^OSezr Fax; 1-905-9409709 


U(ft«ai*iilMrWiwai 

C€ FC 


IV6V2G2 Tel: 1-604-27857D9 Fax. 1-504-2780916 



LAB TEST 


Brother HL-1660 


Suggested Retail Price: Sl.999.99 
Street Price: SI. 599 
Reseller Price: $1,325 
Mariceting Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Nalional advertising. 

Maintenance And Technical Relationship With Resellers, 
One-year warranty includes pans and labor. 

Optional on-site warranty. 

Toll-free tech support. 

Dedicated technical BBS. 

Web site includes technical information and drivers. 

Volume Discounts: Yes. 

Demo Unit Availability: One per location per six month period. 
E-mail For Channel Use: dan@brotlier.ca 
E-mail For Public Use: suppon@brothEr.ca 
Brother's View Of The Market: 

"This is an extremely cost-effective alternative to HP and 
Lexmark. The HL166(I exceeds industry standards in virtually 
every specification. It's easily networkable via the Brother 
NC1200 MIO card." says Dan Courville. of Brother. 

System Strengths: 

Courville points to PCLSe and PostScript Level 2 as standard 

Suggested Retail Price: $2,200 
Estimated Street Price: $1,975 
Editors' Notes: 

Lexmark has recently launched a new line of printers, one of 
which is the Optra SI650. This machine without a doubt, offers 
excellent performance at a very competitive price, It boasts the 
fastest processor in this entire .survey, an Intel i960JD operating at 
66MHz. Lexmark printers are best-known for their incredibly 
sharp output ul true 1.200 by 1.200 dpi. and the S1650 is no 
exception. 

This unit is rated at 16 ppm, and comes standard with 4MB of 
RAM which is expandable to a whopping 132MB using standard 
72-pin SIMM moduies. Standard interfaces out of the box include 
both parallel and serial, with options available for Ethernet. Token 

QMS 2060 WX 


Suggested Retail Price: $2,799 
Editors' Notes: 

Known for making high performance printers, QMS has submit- 
ted iLs model 2060 WX. This printer features an Intel i96()SA 
processor operating at 1 6MHz. and offers speeds of 20 ppm at 600 
by 600 dpi. 

Standard RAM complement is SMB and con be expanded to a 
total of 32MB. The 2060 WX has both a parallel and Ethernet 
interface as standard issue, making network connectivity a breeze. 
There is a total storage capacity of 41X1 sheets through the use of 



equipment, with 17 ppm, 4MB 
ory expandable to 66MB via stan- 
dard SIMMs, and a 650-sheet 
capacity, that’s expandable to 
1.150 sheets, plus an optional 
5(X)-sheel lower cassette. 

Editors' Notes: 

The HL-1660 from Brother is 
among the newest in the line, and 
offers a good mix of standard features 
and several expansion options. It's pow- 
ered by a MIPS R3000 processor which runs at 
20MHz, and is rated at 17 ppm on letter-size paper, with a maxi- 
mum output resolution of 1,200 by 600 dpi. The .standard RAM 
complement is 4MB, which is further expandable to an impressive 
66MB in total using .standard 72-pin SIMMs. Standard interface 
options include a parallel port, as well as serial and modular I/O 
ports. Optional interfaces are available for Ethernet. Token Ring 
and AppleTalk networks. The NC-1200 network curd from 
Brother hu-s an estimated street price of $439 and offers lOBase-T 
Ethernet connectivity. Other options on this model include a lower 
cassette which holds ati additional 500 sheets, and has a suggest- 
ed retail price of S899. A duplexing unit is available for a sug- 
gested list price of $999. known as the DX-1600, Flash memory 
and HDD cards can also be added to save anything from macros 
to fonts to printer data. Toner cartridge life is rated for 6,000 pages 
on thi.s unit with a typical 5 per cent page coverage. This is a great 
printer overall. 



Ring and AppleTalk. 

There is u 25n-sheet standard 
input tray, plus an additional 
multi-purpo.se feeder cupable of 
holding an additional 1 00 sheets 
for u total of 350 sheets. The 
menu system in the printer's 
control panel is easy to use. and 
offers a vast numher of setup 
options. Toner cartridges for the 
SI 650 arc rated at 7.500 sheets, while 
the printer has a very impressive monthly duty 
cycle of 65,000 pages. 

If your clients' office needs a no-nonsense printer that is both 
capable and affordable, the Optra S1650 is an excellent choice. 



a 250-sheet standard tray and a 150- 
sheet multi-purpose tray. 

A duplexing option is also available 
for double-sided printing, as well as 
an additional 500 sheet paper tray. 

On the consumable side of things, 
the toner cartridge is rated for an 
impressive 10,000 sheets and the 
monthly duty cycle on this unit is equal- 
ly impressive at 50,0(M) pages. The 2060 
WX comes with a one-year on-.site warranty. 
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■RACKB/ 


Joystick 


Flat Bed Scanner 


Keyboard 

WITH 

Trackball 


Keyboard 


Macifflosh* ^ ^ 

Uicrosott _ FCC C€ @ 



Visit us at 
Coffldtx booth 
IIIS4467 


Manu factured by 

pmoNix. 


QUMAX CORPORATION. 

1746 JUNCTION AVE »E, SAN JOSE, CA-95112 USA 
TEL.(408)467-1888«fAX (408)467-1880 
mp.imm Qlromx.com • E-mall' (Himaxeawofux.com 


Distributed in Canada by 



Toromo TEL (9051418-1166 #118- 13982 Ca(iibnRMd. Uiin#9,991 MalMson Blvfl.. 

Vancouver TEL (604) 276-2677 Rfehmonfl.B.C V6V2K2 East Mississauga. Ontario L4W 2V3 

Montreal TEL (514) 335-1166 TEL (604)279-D320*FAX (604127M321 TEL (905] 625-9889 ‘FAX. (905)625-7280 


‘OEM ODM. MKDMitoCalU &Oftkv 


Processor 

Max Resolution (dpi) 

Max Speed (ppm) 
Memory (std/maxi 
Uses Standard SIMMs 
Interfaces (standard) 

Interfaces (optional) 

Resident Fonts 
Standard Paper Capacity 
Supported Paper Sizes 


Cartridge Life (pages) 
Drum Life 

Duty cycle (pages/month) 
Suggested Retail Price 
Estimated Street Price 
Reseller Price 
Warranty 
Internet Address 
Contact 


Brother 

HL'1660 

Fujitsu OCT. 97 

PrintPartner 14ADV 

Hewlett-Packard 
LaserJet 5M 

Lexmark 

Optra S1650 

MIPS R3000 

20MHz 

SPARC Lite RISC 

40MHz 

Intel ig60JF 

33MHz 

Intel I960JD 

B6MHz 

1,200 bv 600 

600 bv 2400 

600 by 600 

1,200 by 1,200 

17 

14 

12 

16 

4MB/66MB 

nMB/67MB 

2MB/66MB 

4MB/132MB 

Yes 

Yes 

Yes 

Yes 

Parallel, Serial, 

Parallel 

Parallel, Serial, AppleTalk 

Parallel, Serial 

Modular I/O 


Modular I/O, Ethernet 


Ethernet, Token Ring, 

Serial, Ethernet 

Infrared wireless 

Ethernet AppleTalk, 

AppleTalk 

AooleTalk 


Token Rina 

87 

81 

45 

152 

680 

650 

350 

350 

A4, A5, A6, B5, B6, 

A4, A5, Legal. Letter, 

A4, AS, Letter, Legal, 

A4, A5, Legal, JIS, 

C5, DL, COM 10, Legal, 

Executive 

Executive 

letter. Executive 

Letter, Executive, Monarch 




6,000 

5,000 

6,800 

7,500 

6,000 

30,000 

6,800 

7,500 


35,000 

35,000 

65,000 

SI, 999.99 

S1.895 

$2,751 

$2,200 

51,599.99 

$1,395 


$1,975 

$1,325 

1 year 

18 months 

1 year 

1 year 

www.brotfier.com 

www.fujitsu.ca 

www.hp.com 

www.lexmark.com 

1-800-B53-6660 

1-800-263-8716 

1-800-387-3B67 

1-800-358-5835 
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RISC 

Intel i960SA 

16MHz 

AMD 29030 

33MHz 

AMD 29240 

20MHz 

600 bv600 

600 by 600 

1,200 by 1,200 

600 by 600 

16 

20 

16 

12 

2MB/66MB 

8MB/32MB 

12MB/64MB 

4MB/50MB 

Ybs 

Yes 


Yes 

Parallel 

Parallel, Ethernet 

Parallel, Serial. 
AppleTalk 

Parallel 

Ethernet, AppleTalk 


Ethernet 

Ethernet AppleTalk 

Token Rina 



Token Ring 

45 



70 

600 

400 

350 

500 

A4, A5, A6, B5 

A3, A4, A5, B4, B5, 

A3, A4, A5, B4, B5, 

A4, AS, Folio, 

Letter, Legal, 

Letter, Legal, Ledger, 

Letter, Legal, Ledger, 

Letter, Legal, 

Executive 

13'x19' 

12"x25' 

Executive 

5,000 

10,000 

7,500 

10.000 

30,000 

10,000 

7,500 

15.000 

24,000 

50,000 


35,000 

SI ,599 

$2,799 


$1,795 

Sl,399 


USS3,495 


S1,150 


US$2,970 


1 year 

1 year 

1 year 

1 year 

wvvw.okidata.com 

vwvw.qms.com 

www.xante.com 

www.xerox,com 

1-800-654-3282 

1-800-268-0343 

1-800-926-8839 

1-800-275-9376 




Editors' Choice 


Performance 

The perl'ormance award this 
month goes to the Lexmark 
Optra SI650. This machine is 
superb, no matter how you 
look at it. Everything from its 
i960JD processor to its 1,200 
by 1,200 dpi resolution to its 
total RAM capacity makes 
this machine well-suited for 
any medium-sized office. 

Price/Performance 
This award goes to the Fiijiisii 
PrimPartner 14ADV. It offers 
a unique resolution of 600 by 
2.400 dpi which puls it into a 
1,200 dpi-class printer, comes 
standard with 1 1MB of RAM, 
and has a print speed of 
14 ppm. All this for only 
$1,395 (estimated street 
price). With the 18-month 
warranty, this primer is an 
attractive option for any 

Overall 

The award for best overall 
printer this month goes to the 
Xerox DaciiPrinl 4512. It has 
an excellent balance of fea- 
tures such as its standard 
paper capacity of 500 sheets 
and a built-in duplexing 
option, not to mention its very 
attractive look and overall 
compact design. 0* 

Sieve Halinda. Tim Bingham- 
Wallis and Jazz Bhoni are 
CCIF's Lah Test Editors. 

They can be reached a! 
(416) 535-m4. 
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PROFILE 


Taiwan's Acer — 
Holding Its Own; Among 
The Heavyweights 


hy Geof Wlu‘fh\Tif!hl 


One of ihc world's Top 1 0 personal computer 
companies recorded revenues last year of 
USS6 hillion, and comes from one of ihc tini- 
est nations in the wnrld. 

Indeed, Taiwan's Acer Group makes 
almost every kind of PC' one can imagine - - 
along with printers, scanners, mobile tele- 
phones. CD-ROM drives, computer memory 
and pretty well anything else that might ho 
used with a PC. 

But this has been no overnight success 
story. Originally founded in June of 1976 as 
Multitech International Corp.. the company 
has gone from being a fairly anonymous 
"clone-maker" to a worldwide powerhouse. 
Acer not only sells millions of PCs under its 
own name brand, but also has a successful 
business making PCs for other leading com- 
puter companies under OEM loriginal equip- 
ment manulacturcr) agreements. 

Unique, In Asia 

Acer claims the title of 
the only non-Japanese 
Asian company among 
the world's Top 10 PC 
manufaciurers, despite 
the success of PC' compti- 
nies from the other 
‘A.sian tiger" economies. 
Much of this success can be traced to the 
door of Acer chairman, CEO and co-founder 
Stan .Shih. 

In his own country, Shih is hailed as "the 
Bill Gales of Taiwan" and has been toasted by 
the likes of l)ii!.inessWfek and Foriiiiu- miigii- 
zines for his achievements. He has also 
served an advisor to the Republic of China's 
presidential office on technology issues and 
head of the country's National Information 
Infrastructure advisory hoard. He is most 
well-known however, for cleverly creating a 
vast worldwide manufaeluring base for Acer 
with facilities in no less than 25 locations 




worldwide — including Scotland. Mexico, 
the Philippines and even mainland China. 
The latter is a major feat for a Taiwanese 
businessperson, particularly considering 
there are .still no direct commercial nights 
between Taiwan and 
China due to the political 
animosity between the 
governments of the two 
nations. The very fact that 
he was able to broker a 
deal to open a manuftic- 
liiriiig plant in mainland 
China is a lesiameni to 
what Shih is all about: 
unbridled optimism. 

The Many 
Generations Of Acer 

Consider, for example, the number of permu- 
tations Acer has gone through in order to 
achieve the success that Shih sought for the 
company. It started in 1976 as Muliiiech 
Inicriiaiionai Corp. and llr.st became known 
outside Taiwan as the creator of the 
MicmPmfes.sor I! — an Apple [l clone that 
was much nmre compact llian the product 
then being shipped out of Cupertino. 

Apple, however, was never keen on 
clones and the MPF-ll didn't last long. 
Undaunted, the company adopted the Acer 
mime in 1984 and proceeded to launch its 
first 16-bit computer in the wake of the IBM 
PC's success. Domestically, hiisiness boomed 
as Acer created a lOCI-ouilei computer store 
chain in Taiwan, while overseas Acer slowly 
emerged us a credible PC clone manufacturer. 

In 1986. the company opened a U..S, 
ofTice in San Jose. Calif, and followed with a 
U.K. operation in 1987. By 1989. Acer had 
shipped one million PCs and began to taste 
the real fruits of success. One such perk came 
in 1990 when Acer hud deep enough pockets 
to buy multi-user computing pioneer Altos 


Computer Sys- 
tems and thus 
finds a way into 
the "high end" of 
the PC market. 

A iot of this 
achiev ement may 
be attributed to 
Shih's often "hands-off" management style. 
Unlike the Microsoft CEO and cu-founder to 
which his Taiwanese admirers compare him. 
Shih apparently does not spend a lot of lime 
micro-managing the company and issuing 
"flame-mail" abuul company projects he is 
unhappy with. 

Independent Units 

Acer is organized instead into independent 
business units. They include strategic busi- 
ness units (which have their uwn responsibil- 
ity for research and development, product 
management, manufacturing, and OEM 
.sales) iLs well as regional business units that 
are respimsiblc for distribittion. service, and 
marketing functions. 

The company says this structure pro- 
duces independent ownership and responsi- 
bility. which in turn creates strong motivation 
incentives. It says that under this scheme 
decisions are made faster; management 
becomes much more fiKUsed: and a better 
understanding of overseas markets is devel- 
oped. In addition, the company developed 
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what it calls a “fast food” logistics and assem- 
bly business model, and a "client-server" 
ui^unizuiional munugemenl structure. 

Components are pre-prepared in large, 
centralized mass-manufacturing facilities, 
ihen are shipped to assembly sites close to 
local cusUimers. Acer says this makes it pos- 
sible to enjoy production economies-of- 
.scale while also tailoring each Individual 
product to suit the needs of each individual 
customer — and that the result is standard- 
ized quality, customizable products, and 
lower inventory costs. 

Meanwhile, the so-called "clieni-se 
management model lets each business 
and other Acer-affiliated business, act inde 
pendently. However the model also coordi 
nates efforts to benefii from full use of Acer' 
international resources. 



“I believe in 
employee owner- 
ship and local 
society owner- 
ship," says Shih. 

"We create many 
companies that 
look good to the (parent) company and look 
good to the market. If they are not good, of 
course 1 am in trouble. But they are indepen- 
dent and include so many sister companies 
that can help each other. So internally there is 
a common vision. Employees are free to make 
decisions for their local market. It is not a 
headquarter-ccntric concept.” 

New Strategy 

In North America, the task of implementing a 
new Acer manufacturing strategy — which 
will see some mea.sure of both custom config- 
uration and build to order operations — has 
fallen to new Acer America president Max 
Wu. Although he was only appointed to his 
new post in August, Wu has already signed a 
deal to implement a “custom configuration" 
strategy. 

Acer's AOPEN subsidiary is supplying 
Canada's Future Shop consumer electronics 
retail chain with all the components needed to 


create their low of cu.stom-configured com- 
pulers for sale in Future Shop stores. 

"Future Shop recognized that there is u 
growing market segment who know exactly 
what they want and (under the terms of this 
deal), they cun come to the store and .specify 
exactly what they want," explains Wu. “With 
AOPEN components, it gives Future Shop the 
Ilexibility to build the machine that the cus- 
tomer specifies." 

Wu also says that the company is contin- 
uing to press into the retail maritet with its 
own Aspire range of PCs — and will offer 
some basic "build-to-order" capability there 
(although still only through the existing retail 
channel). He further explained that the com- 
pany is still also working to make a bigger 
impact on corporate personal computer buy- 
ers through new markets opened by its pur- 
chase etu’lier this year of the notebook com- 
puter operations of Texas Instruments. 

The Canadian Effort 

While much of Acer’s North American focus 
right now is on the United Slates, it also ha.s 
put a reasonable degree of resources into the 
Canadian market. The 
company has 50 employ- 
ees in Canada, including 
staff working at the 
assembly plant in Miss- 
issauga, Ont. Acer in 
^ ill Canada is a branch office 
■ I of Acer America, and as 
^ such does not disclose 
< revenues for the Canadian 
operations except as pari 
of the overall .sales figures 
for Acer America (which 
reported total sales revenue of US$1.3 billion 
in 1996). 

Canadian sales, marketing, assembly and 
customer service activities are managed from 
the head office in Mississauga. Ont. Anthony 
Lin is Acer’s general manager in Canada. 
The Acer America head office in San Jose, 
Calif., is used to support the Canadian branch 
in research and development, engineering, 
product marketing, and administration. 

Acer Commercial Systems (AcerPower 
desktops, AoerAltos servers and Acer’s 
Texas Instruments notebooks) are sold 
through four national distributors: EMJ Data 
Systems; Globelle; Merisel Canada; and 
Tech Data Canada. End-users purchase their 
Acer systems through a wide variety of 
value-added resellers and retailers across 
Canada. The Canadian Acer sales force is 
currently responsible only for commercial 
systems sales. 

Acer Retail Systems (Acer Aspire. 
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AcerNole Light) are sold via one nadonal 
retailer (Future Shop) and one retail distribu- 
tor ( Beamscopc Canada). 

Meanwhile. Acer’s AOPEN components 
(such as CD-ROMs, scannere, and mother- 
boards) division is managed from the AOPEN 
division located in San Jose. Calif. 



The Canadian manufacturing initiative is 
divided into two areas: Acer-branded manu- 
facturing and OEM manufacturing. OEM 
manufacturing is already underway in the 
Canadian plant. Acer says it is planning to 
expand its Canadian production capability to 
begin local assembly of Acer-branded desktop 
products soon. 

Struggles Ahead 

Not everyone appears to be convinced of 
the inevitability of Acer’s success. Leslie 
Fiering, vice-president of platform and 
operating system technologies at market 
research firm Gartner Group, says that 
while Acer does benefii from a huge 
worldwide manufacturing infrastructure, 
manufacturing is not the company's prob- 
lem in the U.S. “They are not doing a very 
good job — they have just not done the 
marketing," she said. "They have squan- 
dered the momentum that they bought 
(with the Texas Instrument notebook busi- 
ness acquisition)." 

Fiering says Acer’s current challenges 
are multiple. "They need to restore momen- 
tum to the Acer name. Although they have 
won some government deals ihey are get- 
ting killed by Gateway (a large U.S. PC 
manufacturer that sells PCs direct)," she 
comments. 

"Wc are just nut seeing them stake out 
an area (in the corporate sector). They had 
such good product in the notebooks, but 
between now and Fall/Comdex there will be 
some fabulous products and strong new 
players." CtH 

Ceof Wheelwrighi is a Vancouver-based lecli- 
iwlogy and business jaumalisl. He can be 
reached at geofn’heelwright@msn.com. 
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Asian printer saies above 
USS3 miiiion, says study 

Daiaquesi Asia Pacific has just released figures 
for ihe second quuner 1997 in the printer mar- 
ket in Asia Pacific region (outside Japan) which 
show over 1 .6 million printers being shipped. 

A total worth more than US$835 million 
in end-user revenue, this represents nearly 40 
per cent growth in shipment volume and 20 
per cent growth in total end-user revenue over 
the same period in 1996. 

The region's unit shipments grew by 1 1 


per cent in the second quarter of the year as 
compared with first quarter shipments of 
nearly 1,5 million units. Total end-user rev- 
enue from printer sales to these markets grew 
by over eight per cent from the first quarter to 
the second quarter of the year. With more than 
3.1 million printers worth more than US$1.6 
billion in end-user revenue shipping in the 
first half of the year, the region is on a pace to 
exceed six million units .shipped and US$3 
billion in end-user revenue in 1 997. 

fnk-jei models continue to shape the 
region's printer market, taking 61 per cent of 
the total shipment.s in the second quaiicr and 
registering 1 1 per cent growth in volume over 
the first quarter. The page/laser technology 
segment is growing at the expense of impact 
printers this year, with second quarter laser 
shipments climbing more than 16 per cent 
over first quarter volume. At the same time, 
serial dot matrix printers fell from 22 per cent 
share of first quarter volume to account for ju.st 
above 20 per cent of second quarter shipments. 

South Korea accounted for 24 per cent of 
the total market, followed by Australia with 
nearly 18 per cent, then China with over 16 
per cent and Taiwan at nearly 1 0 per cent. 


Empak opens new cleanroom 
molding plant in Malaysia 

The Southea-st Asian microelectronics indus- 
try has a new cleanroom molding plant in 
Malaysia, marking 
both Ihe increasing 
demand for memory 
disk products in the region, and the growing 
importance of Malaysia as Ihe region's elec- 
tronics hub. 

The 103,000 square-foot facility, con- 
structed by Empak. a Colorado Springs, Co., 
provider of memory disk process and shipping 
products, is located in the Kulim Hi-Tech Park 
outside the Malaysian capital of Kuala 
Lumpur. 

The location, said Empak spokesperson 
Deborah Smith, “has the ability to significanl- 

ly cut lead times and lower 

^uMomer shipping, admin- 

need for local molding 
facilities in Southeast Asia." Smith said, "and 
the geographic location allows for quick 
delivery anywhere in the region." 




DVD Video sales figures announced 

After an initial silence, manufacturers of DVD-Video 
players are beginning to release sales figures and the mes.sagc they are 
all keen to get across is everything is running according to plan. 

The format was first launched, in Japan, in November 1996 and 
has recently been launched in North America. 

At Matsushita Electric Industrial Co. Ltd., sales in the period from 
April to June 1997 were 100.000 units worldwide, said a company 
spokesperson. Cumulative sales, from November 1996 to the end of 
June 1997. were 200,000 units. The company plans DVD- Video play- 
er production of 600,000 units worldwide in the current fiscal year, 
which ends in March 1998. 

Pioneer Electronic Corp. said that in the period from January to July 
this year, it has managed to get a 60 per cent share of the Japanese mar- 
ket on sales of 4I4.IXX) units. For the six -month period from September 
1997, Pioneer says it is aiming at sales of 976,000 units in Japan. 

In other markets, during the period from January to July. Pioneer 
reports sales of 235.000 units in the United States and 63,000 units in 
Asia. Forecasts for the September 1997 to March 1998 period call for 
sales of 140,000 units in Europe. 353.000 units in the United States and 

191.000 units InAsia. 

Hitachi Ltd., which is putting mo.st of its development etforl into 
the computer-oriented DVD-ROM and DVD-RAM formats, said it 
sold 2,000 DVD- Video players in the period to the end of March. For 
the current fiscal year, which began in April, it is targeting sales of 

50.000 units, a spokesperson said. 

Toshiba Corp. would not release its figures, but .said total sales in 
Japan to the end of March 1 997 were 1 50,(X)0 units and it shared those 
sales with three other makers. It did confirm .sales for the United States 
market, .saying it shipped !20.0(X) units in the three months I'rom April. 

Officials at Sony Corp. have said iLs second generation player, in 
Japan has a sales goal of 5,000 uniLs per month, nn 
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Voice Recognition 
Software 
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T lio Next Big Thing in coinpuling may 
very well be an area most computer 
users seldom think about. Sure, 
streaming processor speed and monster 
bandwidth gel everyone's attention — but the 
bottom line for all of us is how we communi- 
cate with that box on the desk. 

Keyboards go back to computing's early 
days, and the now-ubiquitous mouse goes 
almost as far (though we now have variations 
of the latter, such as trackpads and track- 
balls). But. when the rubber hits the road, 
using a computer almost always means sitting 
at a desk and interfacing manually 
(which means, of course, u.sing our 
hands). The consequences of that pat- 
tern are significant — carpal tunnel 
syndrome has become as familiar as n'ffl 
the common cold, and back problems gi|P 
ail many of us. 

Strange, when you think about it. Why, 
when Moore's Luw has pu.shed the capabili- 
ties of computing power, and when operating 
systems have all gone to idiot-friendly GUIs, 
are we back in the dark ages of tapping out 
messages to the box on the desk'.' Isn't there a 
belter way? 

Thankfully, there is. Voice recognition 
software, which has been around for some 
lime, is now poised to go mainstream. Gone 


are the days when directing the com- ^ ^ ^ 

puter by voice meant hesitant, unnaiur- -r* ^ ^ v •• 

al speech, hours of training, and hefty 'v » *J 

system requirements. The latest in ^ 

voice recognition allows natural VB 
speech, requires minimal adjustment 
time, and runs on the kind of computing 
power that's affordable and available. Better 
still, the purchase price of many staie-of-ihe- 
urt voice recognition packages is well within 
the reach of both bus)nes.s and home users. 

The basis of voice recognition is the 
"engine” that allows spoken input for de.skfop 
navigation and dictation. For example, 

1 users of IBM's OS/2 Warp 4 who have 
machines with 24MB of RAM can open 
and close applications and play games 
on their systems fay voice alone. With 
32MB of RAM. they can dictate to the 
computer, which pushes word process- 
ing and E-mail usage into Star Trek-type sce- 
narios. Both navigation and dictation, iiowev- 
er, have required in the past that the operator 
adapt to the limitations of the software, which 
lakes both time and effort — imd dierefore 
lessens the functionality of voice recognition. 

Still, this feature is much-u-sed. both by home 
users and professions — such as pathologists 
— who need to adopt u "hands-free" 
approach to their computer use. 
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Voice rccognilion engines have made 
great gains in recent months, according to 
Glen Rogers, market manager for speech 
recognition, at IBM Canada Ltd. "We saw a 
big jump in usability." he says, "when we got 
away from relying on proprietary soundcards 
— now voice recognition uses industry-stan- 
dard soundcard criteria." 

Stressing acce.ssible products and price 
point-s. IBM launched .Simply Speaking in 
October 19% — an entry-level dictation 
product for home and student users. An 
enhanced version. Simply Speaking Gold, hit 
the streets in June 1997. 

U-sability matters greatly to those 
approaching voice recognition for ilie tirsi 
lime. The fact that natural speech i.s now a 
feature is what's driving voice recognition to 
“take off." says Steve Chapman, marketing 
manager for Ingram Micro Inc. (Canada) 
"Tlic older software was hard to use," says 
Chapman. "You had to speak slowly, and 
make sure that your speecli was distinct. Tlie 
new software, such as IBM's, recognizes ntit- 
ural speech, and recognizes both the comeM 
and the syntax used by the speaker. The com- 
bination of a much better pnxluci and good 
price poinU is going to change the market, 
and, eventually the workplace." 

Dragon Systems Inc., a long-time pres- 
ence in the voice recognition Held, recently 
announced its enhanced DragonDictale 
Version 3.0, Like IBM s Simply Speaking 
line, it emphasizes accessibility and user- 
friendiiness. offering Microsoft Office '97 
support, built-in lexl-to-speech capabiiilics, 
compatibility with the Dragon Naturally 
Speaking continuous speech dictation sys- 
tem. numerous user interface improvements, 
and significantly lower prices. 

Usability, as alway.s, is at the forefronl 
of new development. The next level in voice 
recognition is in enhancing the interface 
between llie voice rccognilion "engine" and 
commonly-used programs and applicalions. 

IBM'.s new Via Voice application gi>es a 
long way towards making the interface trans- 
parent. as it allows dictation — though not 
command control or navigation — with 
Microsoft Word versions 6, 7. or 8, as well as 
with its own integrated word-processor. 

DragonDictale provides voice naviga- 
tion and discrete dictation within virtually 
any Windows application, a significant 
advance over older, proprietary voice recog- 
nition programs. 

Home users will revel in the "Mukc ii 
.VO.'" aspects of being able to navigate through 
their O.Ses hy voice, dictate d(x:umenl.s into 
their wordpriKcssor.s. and even direct game- 
play without touching the keyboard or mouse. 


"We saw a big 
jump in usability 
when we got 
away from relying 
on proprietary 
soundcards." 

—Glen Rogers. 


IBM's Rogers points to Simply Speaking 
Gold's ability to interface with Netscape 
Navigator as the next ieap forward, as it will 
provide users with both voice navigation to 
Web sites and dictation to E-mail readers. For 
the home and student user, the payolTs are in 
easenif-use and the “gee whiz!" factor. 

Where voice recognition really shines, 
though, is in sellings where ease of u.se trans- 
lates into efficiency and cost-cffcciivencss. 
Obvious examples are the office, legal, and 
medical fields, where speed and aecimicy in 
getting informaiion into computerized for- 
mats is both prized and rewarded. 

Richmond Hill. Onl. -based Wildcard 
Technologies Inc. tlhe result of a 1996 merg- 
er between voice recognition pioneers Pure 
Data Ltd. and Kolvox Technologies), pro- 


“The new software, 
such as IBM’s, 
recognizes natural 
speech, and 
recognizes both the 
context and the syntax 
used by the speaker." 

— Steve Chapman. 


MIpffi/iwwcewmag.com 


duces two "targeted” voice recognition pro- 
grams. OfficeTalk and LawTaik. As Julian 
Sladniciuc, speech recognition product spe- 
cialist at Wildcard explains; 'These pro- 
grams are the interface between the voice 
"engines' and end-user applications. 
OfficeTalk. for example, works with IBM and 
Dragon engines, and adds templates, mark- 
ers. and more so that the engine and the appli- 
cation merge automatically with Microsoft 
Ofrice97, Corel WordPerfects, and Lotus 
Smart Suite. LawTaik offers similar func- 
tions, with added vocabulary suitable for 
legal professionals, lawyers, and police offi- 
cers. It works directly with such programs as 
QuickLaw, WeslLaw, and Lexus/Nexus." 

Edmonton-based Aliius Technologies 
Inc. produces MediTalk, LawVox. 
AlliusVoice. TMJTalk and DermaTalk, each 
built around the IBM and Dragon engines, 
and each targeted to a specific vertical mar- 
ket. To ensure that the programs' templates 
and vocabularies are relevant and up-to-date. 
Aliius adds industry experts to its program- 
ming and management teams — for example, 
a legal committee consisting of ten lawyers, 
and u medical committee consisting of six 
doctors, “The only way to get the necessary 
knowledge base is by having professionals as 
part of the development team." says Aliius 
president Oscar Jofre Jr. "The result is prod- 
ucts that actually become solutions.” 

The combination of powerful engines, 
target-specific interfaces, and improved price 
points indicates that voice recognition is 
about to explode. With all these new develop- 
ments. says Ingram Micro's Chapman. "There 
are really no limits to voice recognition 
usage. We're looking at something that 
makes using a computer cost- and time-effec- 
tive. That's going to open up new opportuni- 
ties for existing resellers, and make it po.ssi- 
ble for new resellers to get on board. These 
are exciting limes for voice recognition." DTt 

IBM Corp. 

hllp;//w ww.soflwarc.ibm.com/is/voicelypc/ 

Dragon Sy.slems 
http://www.natural-speech,com/ 

Wildcard Technologies Inc. 
hltp://www. wildcardiech.com/ 

Altius Technologies Inc. 
htip;//www.ama-ss.com/ 

Alan Thwalts is a freelance journalisi who 
.specializes in on-line and mobile comptrling 
technologies. He can he reached at prus- 
commlwidireci. cam. 
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Reality Cheque: 

Cerel Fellows The Money 

by Jeff Evans 



Corel's radical shift away 
from an emphasis on ihe 
Java programming lan- 
guage perhaps signals a 
re-commitment to com- 
mon sense and market 
realities. 

In August. Corel 
announced that it was no longer promising 
any imminent release of its much ballyhooed 
Corel Office Suite for Java, an integrated set 
of platform independent business applica- 
tions written in the Java programming lan- 
guage. Instead, Corel would scale back its 
short-term Java ambitions, and concentrate 
on developing new applications based on the 
Windows NT operating system. (Corel says it 
will work on developing its Remagen Java 
technology so Corel WordPerfect Suite 8. or 
other software such as Microsoft Office, can 
be run on a server and accessed via a thin 
Java client on any Java virtual machine.) 

But this was a considerable turnaround 
for Corel, which for the last year had been 
displaying analysts' projections that suggest- 
ed that sales of low cost Network Computers 
(NCs) would very quickly outstrip 
Windows/Iniel PCs, and the Java software 
market would quickly become a bonanza for 
Corel. In fact, sales of NCs have been 
extremely modest in terms of mailtel-share. 
and Corel's Javn suite was proving extremely 
difficult to bring to completion as a bug free, 
high performance product. So. Corel finally 
faced up to reality, and while insisting that 
there is a long term opportunity in the Java 
market, it has to admit that in the short term, 
the market still prefers the MS Window.s 
operating systems. 

The switch of emphasis from Java to 
Microsoft NT is part of an overall Corel strat- 
egy to concentrate on proven winners, rather 
than gamble on 'bleeding edge.' unproven or 
unprofitable producLs and markets. 

Rise, Fall And Rise Again 

Corel pretty much invented the mass market 
for de.sktop graphics on the PC with its first 
relca.se of CoreiDraw in 1 986. While most of 
Ihe sophisticated graphics software develop- 
ers concentrated on the Mac platform. Corel 


saw a huge untapped need for relatively sim- 
ple to use. affordable graphics software in the 
Microsoft main.stream of computing. The 
result was a bonanza for the Ottawa-based 
company, as business computing profession- 
als and graphics pros nnd amateurs ail voted 
with their wallets for what was then the only 
full featured illustration software on the 
MS-DOS/InIcI platform. Corel cemented its 
leading position for over a decade, by offer- 
ing unbeatable value for money. 

Corel's CEO. Michael Cowpland, also 
developed a canny marketing organization 
that kept CorelDraw’s profile high in the mar- 
ket, and which also cultivated a fierce loyalty 
among hundreds of thousands of CoreiDraw 
users. The company was profitable, respect- 
ed. and experienced solid growth. 

But Then What? 

To enable further growth. Corel moved into 
new product areas, both through in-house 
research and development, and acquisitions. 
The company led the world in the develop- 
ment of inexpensive digital .stock phoiogrn- 
phy libraries, eventually establishing a line of 
thousands of Photo CD titles. I[ published 
dozens of home ‘edutainment’ and games 
CD-ROM titles, as well as a professional ref- 
erence CD-ROM library. 

Corel purcha.sed the Ventura Publisher 
program, seeing that title's powerful docu- 
ment publishing capability as a natural com- 
plement to the CoreiDraw package's illustra- 
tion and image processing muscle. Corel also 
developed a videoconferencing hardware 
product line. For relatively little up-front 
money, Corel also bought up the struggling 
WordPerfect product line after Novell's bun- 
gled attempt to integrate it into the network- 
ing giant’s line. And. finally. Corel undertook 
its boldest venture, an effort to unseal mighty 
Microsoft by becoming the world leader in 
busine.ss software based on the untried Java 
programming language. In the last year-and-- 
half. though, virtually all of these varied 
efforts have proven not to be Ihe magic. 

What Went Wrong 

None of Corel’s new ventures generated the 
enormous sales needed to catapult Corel into 


Ihe billionaire’s club of software makers. The 
PholoCD venture made decent sales and, like- 
ly, profits, but piutly due to Ihe problem of 
marketing and selling thousands of CD-ROM 
titles via retail software channels, remained a 
limited money earner. The home and educa- 
tional CD-ROM division was sold off. 

The videoconferencing line struggled in 
a market dominated by many other players, 
including industry leader PictureTel. Ventura 
Publisher turned out to be an unexpected 
mess, as its tangled, aging code was virtual- 
ly un-upgradeable: after an unusable new 
version of Ventura was released and then 
essentially withdrawn from Ihe market, the 
whole program had to be re-wrilien from 
scratch. 

The WordPerfect suite generated 
respectable sales, but its ongoing marketing, 
support and development costs dwarfed the 
initial acquisition price, boosting Corel’s 
gross sales but contributing little to short- 
term profitability. 

And finally, the Java initiative simply 
didn't show any prospect of immediate rev- 
enue generation. The Java OfficeSuite 
remained far from a usable state, and there was 
no rapid growth in the installed ba.se of Java- 
thirsty Network Computers (NCs) to run the 
software on. if and when it could be perfected. 

Back To Basics 

So now Corel has refocused on its core busi- 
ness, meaning those parts of the product line 
for which there is demonstrable demand, and 
credible sales potential. As with ail re-engi- 
neering efforts, there is always the spectre of 
‘loo little, too late,' but in the case of Corel, 
the company has frequently displayed tech- 
nological and marketing skills that earned it 
the nickname of ‘Microsoft North.' 

The question remains whether, after 
catching its breath and entering the NT 
software market — can Corel quickly 
regain its traditional momentum as one of 
Canada's handful of ‘world-class' software 
publishers? HW 

Jeff Evans is Associate Editor of Canadian 
Computer Wholesaler. He can he muhed at 
jeff@lcpon.com. 
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Too many disk drives? 
Here’s the solution. 


Introducing SuperDisk and the LS-120 drive. 

Unlike the Zip drive, the LS-1 20 drive is compatible 
with standard 3.5 disks. 

So you only need one drive. 

Please visit our website for more detailed information. 
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www.aQp.ccJ 

Atutsorlti for Compoler FeHoramme. 

#120-13751 Mayfield Place, Richmond, B.C. Canada V6V 2G9 
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The Best !e 
Internet Gadgets? 


hy Russ Cobbe 

B There are a number of 
pieces of software that I 
like to call “Internet gad- 
gets" that should be 
included in your service 
tool-kit. and can be help- 
I ' ful to many of your 

*'* '• "** clients. 

While there are many tools available, the 
following have been narrowed down based on 
price. As usual with freeware or shareware, it 
is worth everyone's while to support the 
authors of these products by registering the 
software or purchasing more elaborate ver- 
sions. A lot of these utilities deal with the most 
common problem reported on the Internet — 
wailing. There are some quite simple solu- 
tions to improve the performance of your con- 
nection without spending a lot of money. 

Product: ICQ 
Company: Mirabilis 
http:/lwww.icq.com 
Price: free (while in beta) 

This is one of the most useful gadgets that I 
have seen for the Internet. It is basically like 
a pager, telephone and monitoring device all 
in one. When you load it, you can let people 
“see" that you are on-line and when they are 
on-line. Small messages can be sent to people 
which will pop up on their screen. It also has 
u nice chat feature. Although this is an 
Internet tool, it could be used within a com- 
pany for your own staff to keep in touch. 

Product; Socrates 
Company: MorphTech 
http:/lwww.morphtech.com 
Price: free 

Socrates is a great tool for stress-testing a 
Web site to find out if it can handle differing 
amounts of traffic. It will simulate a specified 
number of client machines performing a 
specified number of hits to the site. It then 
calculates the time it takes to process those 
requests. By taking the total number of 
requests and dividing that into the total time, 


you will arrive at a time per request. By 
increasing the numbers, it is possible to see 
how increased load affects the site and the 
Web server. This can also be used to bench- 
mark CGI's and other Web server extension 
Software- 

Product: Net.Medic 
Company: Vital Signs Inc. 
http:llwww.vitalsigns.coml 
Price: US$49.95 (free trial downloads) 
While this program is not shareware, it is an 
extremely useful program. Net.Medic allows 
the measuring the health of your internet con- 
nection and where the bottlenecks lie so they 
can be improved. Is it your PC. your modem, 
ISP. remote Web site or the Internet itself. 
This program provides an immense amount 
of reports on the status of your connection 
and provides hints on how to speed it up. 

Product: TweakDUN 

Company: NetPro Northwest 

/ifrp;//ivBiiv.sns-access.com/-nefpro/ 

maxmlu.htm 

Price: shareware, US$10 

This is an amazing dis- 
covery that will help 
speed up dial in 
modem connections. 
The Windows 95 
default settings for 
TCP/IP frames sizes 
are great for LAN 
access but perform 
poorly on a SLIP or 
PPP connection. TweakDUN will make all the 
necessary registry setting changes to maxi- 
mize filled frames and speed of the dial up 
connection for downloading data to the PC. 
Some people have reported doubling the 
transfer rates after using this utility program to 
tune the machine. 

Product: Netjet 

Company: Peak Technologies 

http://www.peak-media.com/PeakJeti 


PeakJet.html 

Price: US$29.9S (free trial download 
available) 

The Neilet product increases surfing speed 
by up to 50 per cent, by making smart use of 
the browser cache. It basically reads ahead 
to the hotlinks on a page that is currently 
being viewed, in anticipation of the user 
clicking on one of them. This gives a per- 
ceived performance increase because most 
browsers sit idle for 90 per cent of the time 
while the user reads the page on the screen. 
By intelligently looking ahead, when the 
user clicks a hotlink, the page is already 
downloaded and can be displayed instantly. 
NeLlet uses a Java plug-in to do the back- 
ground page downloading. 

Product: iHTML Freeware 
Company: Inline Internet Systems Inc. 
http:llwww.ihtml.com 

Price: free (more advanced versions avail- 
able) 

The product is used to provide database con- 
nectivity to Web pages. This is loaded on the 
Web server and provides additional tags to 
the HTML language to provide for database 
access as well as the server environment vari- 
ables. Other editions in this product family 
provide a more robust set of HTML-like tags 
to allow the developer to create dynamic and 
interactive Web sites. 

I hope you find the above mentioned 
gadgets worthwhile in your bu.siness. I am 
sure that I have left out many wonderful 
pieces of software that are worthy of a men- 
tion, so please feel free to bring those to my 
attention so that they may be included in a 
future column. iW 

Rass Cobhe is the president of Inline Internet 
Systems, Inc. which focuses on the develop- 
ment of dynamic Web sites for coiportile 
clients. He is also president of the Tonmio 
Internet Developers Association (hup:// 
www.tida.com) and can he reached at 
riissc@inline.net. 
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H The choice of processors 
for PC-compalible per- 
sonal compulcrs has 
exploded this year, with 
the newly-competitivc 
options from challengers 
Cyrix and AMD, di.s- 
eussed last i.ssuc. This 
time, let's see how Intel is re.sponding in the 
attempt to keep itself the choice of the over- 
whelming majority of computer users. 

We'll Sturt with a ijuick overview of 
Intel's current lineup, which, partly as the 
result of the company's 'Intel Inside' adver- 
tising campaign, powers 90 per cent of the 
world's personal computers, 

• I’entium. Intel was surprised by the speed 
and extent with w'hich the market switched to 
its newer MMX models, and was stuck with a 
large number of stockpiled 'classic' 
Pentiums. The result: rapidly dropping prices. 
Baigain-priced P166 sy.slems and PI33 note- 
books can be good value, if you can convince 
consumers to purchase them! 

■ Pentium MMX. Add 57 multimedia 
instructions, and a larger on-board cache lo a 
classic Pentium and you gel a Pentium MMX, 
Intel's current standard processor. Desktop 
speeds at 231IMH/ and portable versions at 
l66MHz are common. Look for modest 
speed improvements, particularly in the ver- 
sion aimed at mobile users, with the so-called 
Tillamook chip (Intel CPUs are mostly code- 
named after rivers in Oregon) offering 
200MHz to 2.T')MHz speeds at lower voli- 
ages. Intel, however, warns to move the mar- 
ket away from the Pentium designs. 

• Pentium Pro. This CPU was initially mar- 
keted as the next-generation up from the 
Pentium, but has become a developmental 
dead-end for Intel; its integration of the L2 
cache with the CPU in a sort of super-chip 
was expensive and difficult to manufacture. 
As well, its optimization for 32-bil code with 
poorer performance for Windows 3.1 and 95 
16-bit code made it unpopular on the desktop. 
Despite this, it i.s Intel's strongest choice for 
network servers requiring multiple processors 
and support for large amounts of RAM. And. 
the on-chip L2 cache leLs a 2{X)MHz Pentium 
Pro perform as quickly as a 233MHz Pentium 
II. A new version of the chip has I MB of L2 


cache (up from 5 12KBI. but its speed is stuck 
a! 200MHz, and no further enhancements are 
expected. 

• Pentium II. Intel's current top-of-lhe-line 
model is available al 233MHz. 266MHz and 
3(K)MHz. Current models have been hnt-rod- 
ded to speeds of up to450MHz (don't try this 
al home boys and girls — special cooling i.s 
needed!). In brief, Intel removed the L2 cache 
RAM from the Pentium Pro, simplifying 
manufacture, then added the MMX instruc- 
tions. Then, the company pul the CPU and the 
L2 cache onto a Single-Edge Conlacl (SEC) 
cartridge, about the size of two audiocassellc 
cases. This forces the processor lo communi- 
cate with the cache at half the speed possible 
in the Penlium Pro design, and requires 
extensive moihertward redesign to accommo- 
date the so-called Slot I needed to hold ihe 
SEC cartridge. This design also rules out the 
current Pentium 11 for today's notebook form 
factors. Ironically. Ihe 440FX chipset, used 
with first-generation P-II motherboards, lacks 
features such as SDRAM support that are 
available on less-powerful Pentium MMX 
systems. 

As well. Intel is continuing lo squeeze as 
much performance as it cun from its proces- 
.sor designs. Here's what we can be liKiking 
forward to from the company: 

• A speeded system bus. Motherboard 
designs have been maxed-out with a 6fiMHz 
system bus for the past three years, limiting 
real-world performance improvements even 
with faster CPUs. Intel is expected lo push 
the sy.siem bus up to lOOMHz sometime next 
year (April'?). First, however, there is a prob- 
lem til overcome — such systems leak radio- 
frequency noise that can interfere with TV 
signals. Slot I cartridges will be modified to 
provide less noise — look for incompatible 
Slot 2 designs for the faster system-bus. Slot 
2 designs will also support up to four Penlium 
II CPUs, up from the limit of two in Slot I 
designs more of a match for current 
Penlium Pro systems. (The Slot 2 design will 
also allow the CPUs to access the L2 cache 
RAM at full speed — again like the current 
Penlium Pro). 

• The video-subsystem freed up I'riim the 
CPU. A just-released Pentium II chipsei 
(441)LX) adds Advanced Graphics Port sup- 


port. helping lo pull Ihc graphics Irafllc ofl' 
the main system bus. To benefit from this, 
users will need a new-model AGP video card, 
along with operating system support nut 
available until the release of Windows 98 
(Memphis) or NT 5.0 next year. (In Ihe inter- 
im. Intel is releasing a patch allowing 
Window.s 95 lo support AGP). The 440LX 
chipsei also allows Penlium li systems lo use 
luster -SDRAM 
memory and 

disks using the 
faster ATA-23 
bus standard. 

In Ihe lust half 
of 1998, look 
for Ihe 440BX 
chipset for 
lOOMHz bus 
support, and 
450NX for quad-processor support. 

■ Ever faster Pentium II models. Expect 
333MHz versions in early 1998. with speeds 
ramping up lo -lOOHz later that year. As well, 
look for a compact cartridge design, aimed al 
slim-line notebooks. 

Intel also has a number upcoming CPU 
models, for now, codc-named after rivers. 
Brush up on your geography for; 

• Deschutes. Expected early next year, as a 
3(XIMHz to 330MHz Penlium II model aimed 

• Kutmai. This Alaskan river chip is expect- 
ed lo offer MMX-2, with enhanced 32-bit 
multimedia instructions in mid-1998. 

• Willamette. Expected laic next year, an 
enhanced P-Pro core, with MMX (or MMX- 
2), designed for the lOOMHz bus. 

■ Merced, (a California river). It's aimed 
more for the turn of the century. With input 
from Hewlett-Packard, this marks the end of 
the 32-bil x86 series that debuted with 1 985's 
80386. replacing it with a 64-hit IA-64 
instruction set. Merced is expected lo use u 
RISC-like design, and to be backward com- 
patible with Intel's 32-bil designs and current 
software and operating systems. CM 

Altiii Zismaii is a compuier iournalisi and 
leaciter. living in I'uiuoina: He eun he 
ivached al uzismaiHu njgvrs.» ave.ca. 
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Fly with us, 
we're reaching 
new heights in... 



Customer Service 

Personal walk in sen/ice 
whenever you need help. 



Technical Support 

Toll-free professional assistance 
- just a phone call away. 


Product Availability 

Huge inventory of Brand 
name, compatible and OEM. 


Custom Configuration 

One-of-a-kind upgrades and 
customization service. 


Price Competitiveness 

Best prices and discounts 
means better margins. 


Same Day Service 

Pick-up and delivery service 
same day gives you an edge. 


Assigned Sales Representative 

We know your business and 
understand your needs. 



New ASUS 440LX series 
leads the way. 


ASUS and Supercom 
...a winning team. 

Supercom, master distributor for ASUS 
products in Canada, is proud to unveil 
the latest in uitrahigh-performance AGP 
solutions that provide breathtaking 
graphics and astonishing 3D rendering, 
all delivered with mindbending speed. 
Featuring single or dual Pentium' II 
processor support, the ASUS P2L97 series 
boards use the latest Intel 440LX ACPset to 
not only make the most of the new graphics 
bus architecture, but also to enhance the 
system's bandwidth through SDRAM and 
UltraDMA/33 support. 

ASUS Motherboards are also proven to be 
fully compatible with the world's leading 
operating systems, including Windows 95, 
Windows NT and OS/2. 

Supercom - your source for ASUS products. 



Vancouver Tel:(604) 276-2677 Fax: (604) 276-0807 

Toronto Tel:(905) 415-1166 Fax:(905)415-1177 

Montreal Tel:(514) 335-1166 Fax: (514) 335-9326 

Nationwide Toll-Free Inquiries 1-800-949-4567 
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BUSINESS BASICS 


S© — ;ir’3 Ydh ijaNe? 

hy Douglas Cray 


[ . operuling a proprietorship or panncr- 

ship, you are personally liable for the full debts or 
nubilities of your business. So you decide to incor- 
porate u company to avoid personal liability. Does 
this really protect you in ail .siluaiion.s? The 
answer is yes. no. and maybe. 

Although it is accurate that share- 
HyU holders arc not personally liable for 

any debts or liabilities of the cor- 
poration unles.s the shareholder signed a personal 
guarantee, directors and officers could be liable. 

Lenders are more likely to request that all the 
directors of the company sign personal guarantees 
for corporate loans, which would mean that your 
spouse or other relatives, if they are put on the 
company as directors, could be asked to sign a 
personal guarantee. Be cautious, therefore, about 
directorships. 

The liability that 

lially exposed to is statutory liability under federal 
and provincial legislation. You should be aware of 
these areas of potential exposure to be sure that you 
do not innocently or inadvertently allow yourself to be 
sued as a director. Directors can be individually and col- 
lectively liable for the full 
amount of the debt or liability 
under most of these statutory 
regulation.s. If you are a director 
of a company, you are deemed 
to know or should have known 
of the obligation of the company 
to meet its commitments under 
provincial or federal legislation. Naturally, provincial legislation may 
vary. Some of the common areas of potential director liability are as 
follows: 

• Emplnycc deductions, When deductions are taken off an employee's 
salary, they are to be remitted every month to Revenue Canada. If the 
funds tue not remitted. Revenue Canada could sue you for the amounts 
outstanding, in your capacity as director. 

■ Sales lax. If you are operating a business that is responsible for col- 
lection and remitting provincial sales tax on a regular basis, and the 
company fails to do so. you could be held responsible as a director for 
those financial obligations of the company. 

• Corporate income lax and GST. If your company owes money to 
Revenue Canada and fails to pay it. you could be re.sponsible as a 
director for money that should have been remitted. 

■ Employment standards. If your company has not paid employees 
for past services rendered or for holiday pay. then employees can for- 
mally complain to the appropriate government department. That 
department could sue you as a director of the company for arreans of 
wages and salaries owing to all employees plus holiday pay. 

• Workers' Compensation Board. In the event that your company 


fails in make Workers’ Compeasation Board payments, the WCB 
could sue the company and, depending on the provincial legislation, 
could also make a claim against the directors. In addition, employees 
who assume they were covered for WCB protection in the event of 
injury, could sue the company as well as the directors for negligence, 
and the WCB could charge to your company the full amount of 
the payments that were incurred due to the employee's dis- 
ability. In addition, they could hold the directors 
responsible if the company did not pay. 

• Extra-provincial husines.s activity. If you are 
doing business in another province, and have not 
extra-provincially registered your corporation in 
that province, you could be personally liable as 
a director if someone sues your company in that 
other province- The test for doing business in 
the other province usually means having ail the 
trappings of a business, such a.s telephone num- 
ber and listing, office address, business licence, 
and staff. Marketing products by mail order or 
providing con.sulling services throughout 
Canada, based from your home provincial address 
does not mean doing business in another province. 
Speak to your lawyer if you intend to provide .services 
or products outside your province. 

* Environmental damage. Both 
the federal and provincial gov- 
ernments have legislation mak- 
ing directors liable for environ- 
mental damage caused by their 
company. 

To protect yourself as 
much as possible from personal 
liability exposure as a director, it is your responsibility to be duly dili- 
gent in terms of monitoring the company’s operation. If you do not 
have the lime or inclination to do so. or you are being frustrated by the 
inability to obtain the information that you need because of poorly 
managed systems or lack of cooperation from management, then you 
should consider re.signing as a director and making sure that you pro- 
tect yourself in writing in terms of spelling out clearly the reasons for 
the resignation. Always keep copies of any correspondence. 

Also, make sure that you speak with a lawyer specializing in busi- 
ness law, to make sure that you have structured your director and offi- 
cer corporate relationship in such a way as to avoid or minimize the 
risk of liability exposure. 0* 

Douglas Gray. LL.B. is a Vancouver-based lawyer by training, speak- 
er. columnist and author of IS best-selling business books, plus a real 
estate investment softvtwe pwgiwn. His books include The Complete 
Canadian Small Business Guide and Home Inc. : The Canadian Home- 
Based Business Guide (both published by McGraw-Hill Ryerson) and 
Start and Run a Profitable Consulting Business and Marketing Your 
Product (both published hy SelfCounse! Press). 



“To protect yourself as much as possible from 
personal liability exposure as a director, 
it is your responsibility to be duly diligent in terms 
of monitoring the compan/s operation." 


S2 CANADIAN COMPUTER WHOLESALER October 1997 nnD.«vvwYt 



WHYraVMORE? 

COMPARE OUR FE 

^ Qfrtx 


ADDED FEATURES 


Chipset built-in CPU, VGA. PC2TV & Sound function for reducing system eos^ ' 
Switching Voltage Regulator Built-in 
ATX/AT POWER coMector On Board 






m 


ce 





•^fiOnatU. ^-(uisu///na 



168-13982 Cambie Road Richmond B.C. Canada V6V 2K2 
Tel. (604) 270-4455 Fax. (604) 270-4488 E-mail, resonant@aicom.com wang@max-net.com 




Ape Your 

Customeps 

Secupe? 

Providing solutions to your customers' security concerns is a 
crucial service you can provide; and the rewards are lucrative. 

by Paul Weinberg 


The exciiemem surrounding ihe Inlemei is also producing some legif- 
imaie feiu’s aboui security — and indeed is creating opportunities for 
value-added resellers. 

Small-to-medium-sized organizations are finding their internal 
networks fully exposed to the full force of open cyberspace. Five years 
ago. a company with a 10-workstation LAN might have had zero con- 
cerns about vulnerability. 

But nowadays, a day does not go past without a new computer 
virus appearing to wreak havoc, or a news story appearing about a 
hacker breaking into a corporate installation. 

"TCP/IP doesn't care if you areapresident or an individual." says 
Greg Shannon, chief scientist for the Otiawa-ba.sed Milkyway 
Networks, a provider of security software solutions. 

Robert Fabian, director of Knowledge Transfer at the Toronio- 
ba.scd GSA Consulting Group, said external threats lu computer net- 
works may be providing lots of opportunities for consultants and 
VARs with solutions at hand. 

Shannon adds there is a shortage of consultants in the field. 

Although ihe price for security products such a.s proxy servers, 
firewalls and restrictive routers are .still high, market re.sislance is 
about to melt, Fabian .says. “Both ihe level of awareness and level of 
attack |on a system] is going up. ISecurityj might lead to the purchase 

“TCP/IP doesn't care if you are a president 
or an individual." 

— Greg Shannon. 

of a S5.000 box. but it is worth the expense." 

The number of actual computer hackers available to damage 
one’s system may he infinitesimal, but that docs not alter the need for 
a shield against unwanted outside influences, stales Fabian, ‘‘it is not 
too different from insuring your automobile. If you have a PC, it is vul- 
nerable to altack." 

Fabian adds that business opportunities lie primarily with exter- 
nal network protection, while internal security is primarily a low-lech 
matter involving intelligent corporate procedures for the handling of 


privately stored data. No new technology is required, he says, because, 
the vendors for the main networking operating systems — NT, Unix 
and Novell NetWare — “have gone a fair distance to include protec- 
tive measures." 

Boh Pritchard, president of the Toronto-based R.J. Pritchard & 
Associate.s. asserts however that it will be another six months or longer 
before resellers can begin to gain some business opportunity from 
computer security. He notes that the products are mainly configured as 
pan of a network solution sold directly to the end user organization by 
the vendor itself. There are also proprietary issues, panicuiarly with 
encryption and the electronic key access that need to be resolved with- 
in the industry, Pritchard adds. “1 can think of a half-a-dozen different 
standards." 

Security is part of doing business in network installation, but it 
does not stand out yet as a market by itself, explains Larry Noble, pres- 
ident of the Toronto-based Evron Computer Systems Corp. 
"Customers want a reasonable level of security, but they don’t want it 
taken to the level of the RCMP. 

"People are not into exotic products." He notes that all his clients 
are running tape backups, anti-virus products and a firewall if there is 
internet access, but little demand exists yet for encryption. 

Markham. Ont.-based A.C. Nielsen & Co., a firm that measures 
purchases through the reseller channel, has not yet included firewall 
products in its research becau.se sales at the low-end of the PC market 
are insignilicnnt right now, says account executive. Darrel Ryce. 

On ihe other hand, concerns regarding easy Internet access to 
internal networks has made the adoption of an anti-virus applica- 
tion more of a priority with a growing number of users. ALso, ven- 
dors have started to take reseller channel more .seriously, he says. 
The result is that more than 197.000 pieces of anti-virus software 
were sold in the reseller channels in Canada last year, compared to 
86..^59 in 1995. Even a year ago, it didn’t matter if one had anti- 
virus software." 

Michael Zboruy. vice-president and research director for the 
Stamford. Conn.-based Gartner Group Inc., estimates there are about 
lO.IXIO computer viruses, of which about 200 are considered serious. 
Because new viruses continuously appear, updates of standard anti- 
virus products can be downloaded off the vendor Web sites to neutralize 
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SECURITY 


the new threats. 

Major anti-virus software vendors include Symantec Corp., 
McAfee Associates, Cheyenne Software Inc., Dr. Solomon’s 
Software and IBM. 

Some clients will eover themselves by installing different brands 
of anti-virus products because some vendors are faster off the mark 
with fresh updates than others, adds Shannon. 

Computer security is complex because it involves a whole range 
of issues, including authentication, access con- 
trol. privacy of information, integrity of data, 
non-repudiation (verification of recorded 
transactions) and di.saster recovery planning, 
each of which generate unique products. 

But resellers and systems integrators 
engaged in .such solutions often .shy away from calling themselves 
security specialists. It ha.s something to do with liability, explains 
Brian Dilks. national manager for Internet solutions for the Ottawa- 
based Kanutek Technologies Inc. 

Although Kanatek. a VAR and systems 
integrator, is knee-deep in assisting multi- 
branch organizations in implementing secure 
networks, relying on products developed by 
Ottawa's Milk way Networks, it distinguishes 
LcasIromMilkyways security consultants who 

SecuiitfiiBwaii promise to provide a certifiahly safe comput- 

ing environment. Often these security profes- 
sionals are ex-hackers who have established "Tiger-Team compa- 
nies." which make it their goal to shore up gaping holes in an 
intranet, says Dilks. Clients appreciate Kanatek’s limitations, he 

No organization is absolutely secure, stales Dilks, even with all 
the protection in place, including perhaps a hierarchy of firewalls 
that determine which category of employee has access to sensitive 
information. 

"People are lulled into a false scn.se of security when they imple- 
ment a firewall. It is just one tool in the implementation of a security 
policy," he says. Hence, Kanaiek's step-by-step building block 
approach to creating a .systems arehiteciure. Dilks has found that 
clients prefer to graduate into newer levels of security, he add.s. 

Kanaick is on retainer with accounts to maintain an ongoing 
process of security management, in u partnering relalion.ship. One of 
Miikyway’s products. SeciirlT Audit assists the client to pre-empt 
breeches in an intemei-hased network, as well as offer solutions to 

“People are lulled into a false sense of 
security when they implement a firewall. It 
is just one tool in the Implementation of a 
security policy.” 

— Brian Dilks. 

Dilks says that Kanatek’s evolved towards computer security 
from its original focus in client/server network applications. Main 
clients include financial services companies and the large telcos, both 
of which are increasingly dependent on teleworkers and remote 
access. He has been engaged in the setting up of virtual private net- 
works where “a security tunnel" is established between the client 
organization and its remote sites over the public data networks. Here 


the Milkyway firewall technology is bundled with encryption tools 
developed by Ottawa's Entrust Technologies Inc. 

Another company, the Edmonton-based Galahad & 
Associates Inc., ha.s a different approach to the market. Formerly 
a reseller representing Checkpoint firewall products, it has since 
switched into becoming a consultant in document mnnagcmeni. 
where security remains an important element in solution design. 
Jayson Tymko, Galahad's chief financial officer, said: “Most 
resellers got into .security because they thought it was sexy. But we 
wanted to gel back to our main focus. Customers are not sure what 
they want." [ffl 

“If you have a PC, it is vulnerable to attack." 

— Robert Fabian. 

A.C. Nielsen — (905) 475-3344 
Evron — hitp://www.evron.com 
Fabian — hlip://www, GSALink.com 

Gartner Group — hup://www.gartner.com/newsItrs/index.htmi 
Kanatek — h!ip://www.kanatek.cQm 
Milkyway Networks — hap;//www.milkyway.com 
R.J. Pritchard & Associates — (905) 294-1852 

Paul Weinberg I'.t a Tt}miiia-ha.ied journalhr, .tpeciaUzmg in higli- 
icchiwlogy reporiiiig and business. He can be reached al 
pneinhgll>inierlog.com. 







Checic. out ougf Web s^e at: 

Itttp://v|nivw.ccwmag.c6m 


Take oui Reader Poll! 


httpjrwwvut 
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by Giveme Beniiell 




you ijying lo figure ow how to make your Internet site pay? 
Ever wish you could read your customers' minds? Maybe you can. 

For example, the analy.sis of just one Canadian site shows how 
the Internet is gaining popularity as a source of on-line inforntaiion; 
and how buyers are increasing using the Web to shop for computing 
products. Looking at the on-line habits of readers of the end-aser-ori- 
enied The Computer Paper may provide you with some insights into 
the interests and behaviors of this buying group. 

For some resellers, the techniques used to gather this information 
will be applicable to your own on-line endeavors as you look lo truck 
usage on your own Web site. But the data itself reveals something of 
how people shop, and what they are interested in and are thinking 
about. 

On-line usage logs for the site (hiip://icp.cu). were provided by 
the ISP. and statistics were sampled during random periods since 
Maa-h. Those of you with advanced knowledge of spreadsheets or sta- 
tistical analysis tools may have fancier methods than those that were 
used lo analyze the data. But in many ways, simply examining the 
most popular items and figuring out the paiiems of what displays long- 


term “slaying power" is easy enough lo do with notliing more than a 
printout and a red pen. Excel 97's ability to export spreailsheel data as 
ati HTML table, made for easy distribution among company managers. 

Of note, the site is seeing 40.000 requests per day. Bui what does 
that mean? 

A “request” basically means that a Web browser has requested 
access of <i URL — be it a GIF or JPG pieiure, a Web page, or anoth- 
er downloadable file. Thus, if your Web slats say you have had 40.01K1 
requests, and you have nine pictures on your Web page, you have had 
4.000 actual visits to Ihal page (nine pictures -i- one HTML page = 10 
requests). Note al.so chat this docs not necessarily mean you have had 
4.1X10 visitors. You could have had one visitor dropping by 4.(X)0 
times. Cached pages and other issues come into play, lessening the 
impact of multiple visits by repeat customers. 

The home page, for example, represents six or seven requests the 
llrsl lime it is accessed. Repeatedly reluming lo this page during a ses- 
sion produces no additional “hits.” 

The Compiuer Puper\ pages tend to be economical in use ol 
graphics, in order lo keep download times to a minimum. The more 
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complex pages, for example, only accouni for five requests each. 
Accessing a simple page with only one graphic makes only two 
requests. A typical article in any monthly issue on the site (including 
graphics and text) averages about six requests. Therefore, the standard 
rule of thumb — about a 10-to-l requests-to-hiis calculation, tends to 
be extremely pessimistic when calculating the number of visitors 
received at the site. 

Also note that the “unique domains" would increment only once 
if 10.000 people from compu.serve.com all visited the site. Cached 
pages similarly do not register in these numbers. 

For the month of August, trafFic on the site increased 20 per cent 
from earlier in the year, which is encouraging because that month is 
usually a slow time for 
computer use. Usage pat- 
terns had grown almost uni- 
formly, in opposition to any 
suggestion that the Internet 
is just a fad. 

Interestingly, some of 
the most popular images on 
the Web site during that 
month were a series of pic- 
tures of a Pentium II moth- 
erboard. It appears that 
many people are interested 
in looking inside a Pentium 
]] to see the improved 
board layout and new SEC 
connector. 

We also found that 
"off-beat” pages with 
unusual content were 
extremely popular. For 
example, a page of Kahlil 
Gibran prose, for example, 
was more popular than a 
roundup reviews of digital 
cameras or printers! 
Tellingly, the Gibran page 
was not linked anywhere on the site — ample proof that the large vol- 
ume of “hits" were coming from search engines, not idle browsing. We 
can only assume that the fact that Gibran's book. The Prophet, is a 
popular source of quotes to use in weddings may have boosted this 
page's popularity further during the April-to-June “wedding sea.son.” 

Here's a disturbing trend: A picture on the Web site with the title 
"warez gif was one of the most popular requests. "Warez." of course 
is a term for pirated software. Presumably, the search engine,s were to 
blame, (The picture was unrelated to pirated software and was simply 
named inappropriately.) 

Articles about the “Year 20(X) problem" are attracting a growing 
number of visitors. Web authoring as a category was fairly hot, as were 
reviews of new hardware. 

There is ample evidence to suggest that, at least on this site, high- 
ly focused "lists of links to related content” sections are the most vis- 
ited — especially when the frame remains visible on the left side of the 
screen. In other words, whether you like frames on Web pages or not, 
there is evidence that they keep people on your pages a lot longer. 

Other topics and editorial areas that were especially hot in August 
included: 

• MicrO-Sufl conspiracy theories, 

• Pentium 11. 

• hard drive upgrades. 


• other PC upgrades, especially NT and Windows 98. 

• Macintosh, especially "the future of." clones and Mac OS 8 tips, 

• 3D and VRML. 

• Internet. 

• gardening. 

• digital map making (CIS), and. 

• scanners. 

Digital cameras and ink-jet printers did not fare as well as we had 
imagined they might. But is Java popular'.’ Not based on these stats: 
the Java article link from the August issue scored only eight hits — a 
dud! 

We've been impressed with a new Web statistics analysis pro- 
gram called Markeiwave Hillist. It extrapolates monthly data from 
shorter periods, displays relevant slats as bar charts, shows how many 
people read only one page (a worthwhile figure to ponder!), and so on. 
A trial version is freely downloadable from http;//www.marketwave. 
com/hl. Obviously, the reading pattern of on-line visitors to any par- 
ticular Web site doesn’t tell the whole story. There is much to be said 
for asking visitors outright about how they feel about the service and 
products they obtain from you. Find out what products they are think- 
ing of purchasing in the coming months, and what part of your opera- 
tions could be improved upon. People like to know you care about 
their opinion. 

There are many ways you can improve customer feedback for 
your own business, but the Internet can play a role. In order to belter 
serve your customers’ needs, you have to gather intelligence. DM 

Graeme Bemeil is the Senior Editor of The Computer Paper and a 
former computer retailer. He can be reached at graemel§ilcp.ca. 


Attention VAR’s, Resellers and Dealers. 
Yonr new source for PC Software. 


IMTM-Pl(;s INC. 

Software Distributors 

Business Productivity, Educational and Games. 


1 - 800 - 510-9011 

Monday !o Friday 9AM to 6PM Eastern Time 


Shipped onywbere In Cnnadn within 48 hours! 
(nil nnd nsk in your lupy ol our price list lutnlogue. 


The potential of the Internet is 
huge for those who figure out 
how to tap it. Market research 
firm Dataquest says 82 million 
personal computers will be 
connected to the 'Net by the 
end of 1997, up 71 per cent 
over last year. That growth will 
spiral to 268 million connected 
PCs, by the year 2001, says 
Dataquest. 


nrtp^Avwivccwmeffi 
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Panasonic Digital Video 
Palmcorder links to PCs 

Piinjsonic has announced a lightweight digi- 
tal videocassoiie (DV Cassette) palmcorder 
that I'eatiires an IKEK Standard 1394 digital 
inlerrace. enahling high resolution digital 
video and high i|tiality digital audio lo be 
Iransreired between the pttlmeorder and a 
suitably equipped PC' or compatible video 

The imtdel PC-DV7I0-K palmcorder 
has a SRP ol' $3,699.95. According lo Barry 
Murray, marketing manager for Panasonic 
Video: ' Punusonic was the first with a DV 
cassetle camcorder lor the consumer market, 
and now we're the first to offer models with 
full digital input/outpiit capability at an 
alTordable price." 

The belter 
the quality of a 
video feed being 

ing device such 
as an MPEG 1 
encoding card, 
the better the 
quality of the 
resulting MPEG 
or AVI or 
QuickTime video file, which can be played 
over the Internet or recorded on a CD-ROM. 
Digital video footage can be dubbed to other 
digital tape systems, or PCs. as a perfect 
clone' of the original tape, wilhoul the 
generational loss of analog video tape 
technology. 

The price makes this product an afford- 
able tool for both video professionals and 
serious amateurs, students, artists, and teach- 
ers. See hllp://www.panasuniC-eom. 


NEC unveiis Pentium II PC 

iNBl NEC Computer Systems, a division 
of Packard Bell NEC Inc., has introduced its 
first Pentium 11-hased E>:prcss.5800 personal 
eompulcr to the Canadian market. 

The LE22l)() was due lo be available by 
the end of Augusi. with a typical entry-level 
eonfiguralion priced at about $4,200. 

See hltp://www.nee.eom. 



Toshiba's Tecra 750 CDT features 233MHz Pentium 


On Sept. 8. Toshiba of Canada, Information 
Systems Group (ISG). introduced its lop-of- 
Ihe-line notebook, one of the first on llie mar- 
ket to offer the new low-powcr-eonsumption 
version of the Intel Pentium 2,33MHz chip. 

According to Robert Grossman, the 
vice-president and general man- 
ager of Toshiba of Canada ISG, 
the Tcera 750 CDT also features 
a .3D chipset and an integrated 
video camera, 

Toshiba says the mobile 
version of the Intel 233MHz 
Pentium chip offers a 40 per cent 
inerease in clock speed over the 
Intel Pentium I66MH/ chip, 
while at the same time lowering 
CPU power consumption by 50 
per cent- This lower system power overhead 
has enabled the inclusion of features such as 
video and 3D graphics wilhoul degrading 
battery life, according lo Toshiba. 

In order lo further enhance perfomianee. 
the Tecra 750CDT also incorporates 
Toshiba's new SuperSmun technology for 
faster bootup and shutdown. DMI 2.0 BIOS 
siipporl, ACPI Version 1.0 support with PC97 
compliance for full plug and play capability. 



elTieieni power manugemeni, and longer bat- 
tery life. 

Other standard features of the 75(ICDT 
include: 512KB of pipelined burst Level 2 
cache: 32MB of EDO RAM (expandable lo 
160MB). imcrnul PCI Version 2.1 architec- 
ture; a 13..3.inch. 24-bit active- 
matrix display with maximum 
1,024 by 768 re,solution: 4MB 
of video RAM; a 4.77CB 
removable hard drive, and an 
optional 4.7GB DVD-ROM 
drive lavailahle in late 1997). 
Muiliinedia features include 16- 
bit duplex audio with support 
for 3D sound and Wavelable 
Synthesis, built-in digital video- 
conferencing including camera, 
and NTSC and composite video output lo 
enable presentations via standard television 
inoniiors. 

The Toshiba 750CDT weighs eight 
pounds including battery and internal CD- 
ROM drive. The basic unit has a suggested 
list price of $10,869. and comes with a three- 
year limited warranty on parts and labor. 

For more iiifonnulion, contact 
lUlp;//wwwMoshiba.ea. or (905) 470- .3478. 


Xerox adds color to home, office multifunction markets 


Xerox has introduced two mullirunciion 
devices — the Doeumcnl WorkCentre 450t 
aimed at the small or home office (SRP 
$799), and the Document HomeCenirc 
($699). aimed at the family computing audi- 
ence. Both new devices add color lo the mul- 
lifunciion feaiure mix of faxing, copying and 

The Di>c'umeni WorkCentre 45()e resem- 
bles its highly successful blaek-and-whiie 
predecessor, ihe WorkCentre 250. hut offers 
color primer output, and 
incorporates true inulii- 
lasking for increased 
throughput and produc- 
tivity. Ii 
PugisPro and 1 
Pro software 

ing and Opiict 
Recognition 
tasks. Xerox > 
the WorkCentre is simple to install and use, 
aided by a quick installation routine and intu- 
itive user controls on ihe device's I'rtml panel. 
The WorkCenire 45()c comes with a one-year 
warranty and an overnight exchange policy. 

The Document HomeCentre is literally 
intended to be child's play to use. with the 
aim of turning a home PC into a "color docu- 



inem workshop, enabling school-age children 
lu enjoy producing high quality creative pro- 
jects with their parents, while enabling adults 
to produce full color documents for work or 
play." According lo Ron Pratt, vice-president 
and general manager of Xerox Canada's 
Channels Group, "People might be surprised 
lo see Xerox developing produeis for home 
users, but we see this as a great opportunity to 
deliver our oulsiunding quality and leading- 
edge technology to market that deserves it. 

The HomcCemre is a great way 
ox Documeot for parents and kids to bo creative. 
HomeCeritre have I'un and gel some high quali- 
ty, professional-looking work 

The Documeni HomeCentre 
conies with a separate hand held 
color scanner that connects lo The 
Documeni HomeCentre by a fiex- 
ible cable. The Document 
HomeCentre also comes with a 
comprehensive suite of .software, including 
Xerox PerfectScan software, a Topic Search 
Engine program, TextBridge Pro. Sierra Print 
Artist Pro 4.0 (a consumer graphics and prim- 
ing program) and PieliireWorks 
Pht'toEnhaneer for image processing. 

For more information, eoniuci http;// 
www.xerox.eom or 1-8(10-832-6979. CW 
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The Only Event of its Kind for the Corporate World 

October 28-30, 1997 • Metro Toronto Convention Centre • Toronto, ON • Canada 


■ DCFs 

llVITERIMET EXPO 

Putting the Net to Work for Your Business 



Plus... Hundreds 
of Online Exhibits! 


REGISTER ONLINE 
WWW. DClexpo. com/Internet 


Co-Spoimsored by 


Canadian Computer 
Wholesaler 


Computer Associates 
International 


ec.com Magazine 
Intranet Journal 
Laurentian Technomedia 
Network World Canada 


Empowering ECommerce Solutions 

> Secure Financial Transactions over the 
>- Business Processes on the Web 

Developing Intranets That Work 

> Tools & Technologies 
>- Architectures & Strategics 

Killer Apps 

> Internet Application Infrastructures 

> Messaging & Web-Enabled Applications 

Sales £i Marketing on the Internet 

> The Net: A Onc-to-One Selling Vehicle 
>- Internet Technologies that Empower 

Sales & Marketing 

Internet Marketing Masters Certification Workshop 


See how and why the Internet, 

Web and EMail can enhance your 
business practices and keep you ahead 
of your competition in the Internet age. 




PEOPLE 



Steve Jobs is interim Appie CEO 

Apple says its new board 
of directors have “fonnal- 
ized” the role of Steve 
Jabs by naming him inter- 
n chief executive officer 
of the company until a 
w CEO is named. 

The board has an- 
SieveJotjs nouneed it expects a new 
CEO will be named before the end of the year. 


in 


Compaq adds partner manager 

Compaq Canada Inc. has appointed Sue Good 
as straiegic partner manager for the company. 

The company says 
.she will be responsible for 
identifying key industry 
partners and leveraging 
their capabilities. Good 
joined Compaq after 10 
years in sales and techni- 
cal marketing roles at 
Minicom Data and Novell 
Canada Inc. Most recently, she was OEM 
manager at Novell. 

CA gets iieutenant-generai 

Computer Associates International Inc. has 
announced that retired Lieutenant-General 
Otto J. Guenther has joined CA ns director of 
strategic initiatives. 

With more than 30 years experience in 
government procurement, contracts adminis- 
tration and information systems management, 
CA says the general will play an important 
role in growing the company's federal busi- 
ness and .supporting government clients. 

His responsibilities will include estab- 
lishing government contracts, management of 
straiegic alliances, and the ongoing adminis- 
tration of LS-rclated procurement activiiies. 
He will be based at CA’s Federal Division in 
Reston. Va. 

Computer Associates International Inc. is 
headquartered in Islandia. N.Y.. and develops, 
licen.ses and supports more than ,S00 integrat- 
ed products that include enterprise computing 
and information management, application 
development, manufacturing and financial 
applications. 

SoftQuad has new managers 

(NB) — Toronto's SoftQuad International 



Sij9 Good 


Inc. has appointed Richard Rubins chief exec- 
utive officer of the company. 

Selwyn Rabins has been appointed pre.s- 

Richard Rabins has also been appointed 
to the company's board of directors. He pre- 
viously served as executive vice president of 
SoftQuad. He co-founded Alpha Software 
Corporation in 1982 and was its Co-chairman 
until its acquisition by SoftQuad in 
December. 1996. 

Selwyn Rabins previously served us 
executive vice president of SoftQuad. He also 
co-founded Alpha Software Corp. At Alpha 
Software Rabins has reportedly developed 
extensive expertise in product marketing, 
product developmeni, and strategy. He was 
with previously with Interactive Daia/Chase 
Econometrics. 

SoftQuad provides a broad range of 
multi-platform, siandard.s-based software 
tools for creating and publishing information. 

PSINet names senior VP 

(NBl — PSINet Inc. has announced the pro- 
motion of Edward D. Postal from vice-presi- 
dent and chief financial officer to senior vice- 
president and CFO. Postal joined PSINet in 
1996. 

Prior to joining the Internet service 
provider. Postal was senior vice-president and 
chief financial officer of the Hunter Group. 
Inc., a high-growth privately-held consulting 
firm that provides on-site integration of com- 
puter software systems for a variety of appli- 
cations. His responsibilities included finance, 
accounting, information technology, human 
ces and adminislration. 




Sega gets PC games director 

(MB) — Sega Eniertainincnt Inc. has appoint- 
ed Skip McFerran director of sales for its PC 
games business. 

McFerran will be Sega's firsl sales direc- 
tor dedicated specifically to the PC games 
category, says the company. McFerran most 
recently served as Sega of America's midwest 
regional sales director for home console 
video-game sales. 

The company says it will ship 12 PC 
lilies this year. 

Apple VP resigns 
Guerrino De Luca. Apple Computer Inc.'s 
executive vice-president of marketing has 
resigned from the company. De Luca was in 
that position since February 1997. 

"This is a personal decision which does 
not reflect my assessment of the company's 
prospects," said De Luca, in a statement. "We 
are seeing a lot of changes at Apple, and I'm 
confident that Apple will shine again." 


ToHHrto — Oct. S-7 
Montreal — Oct. 8-0 
WlMlpog — Oct. 21-22 
Rcgln — Oct. 28-24 


(201T798-331I 


Vanconer — Oct.6-7 

Montreal — Oct. 18-17 Systems IMInB ft 
Toronto — Oct. 28-24 (Nullity Assuianeo 

CaIpwy—OcL 27-28 TochBlOBOS 

Conlacl; Advanced Inlormation Tectinologios 
Call:l-80C-M2-fi6M 
http7/www.iqpc.cdm/ail 

Oct. 8 

Barcode’s? 

Otiawa 
Price: $99 

Contari: Sala Data Solutions Inc. 
Call: (613) 225~14M 
htip://www.ssa30.ca 

Toronto — 
Montrati- 

Oct. 8-10 TtioPowoiStaitGBR 

-Oct. 15-17 Approach to Rapid 


Conlacl: PowarPlus Canada Inc. 

Call: 1-800-268-8706 
hiip://vww.pQwefplus-Qbft.com 

Oct. 7-0 

Coodox/SCIB '97 

Montreal 

http://www.comdex.com 

Oct. 27-30 

DoeiomHon Caiwdi 

Cost: $975 (workshops extra) 
E-mail: oloussard@interdQc.ca 
hHp://inlerdoc.ca/ 

Oct. 28-30 

Toronto 
Call: (508) 470-3880 
Fax; i508i 470-0526 
http;//www.OCIexpo.com/lntern«l 

Nov. 5-0 

a-BusIness Worid/Caiiada 

Toronto 

Contact: Software Malchmakets Inc. 

^^416^^3221 

Nov. 11-14 

SfliunualJnvaftObloet 


Contact; Unican 
(905) 731-0145 

Nov. 12-13 

Homo-Based ft Small Business 


Toronto 

hllp://www.5kymark.net/tit)bs1,hlml 

Nov. 17-13 

The CIO Sunnnlt 

Toronto 

(416)698-9733 



Comdcx/Fall '97 

Las Vegas 
htlp://wvyv(.comdex.com 

0i}ya//tsiva/7i/pcomi/>ff 
e\/enl ym’d like IB see listed 
in ceWi Calender? 
E-melk cat&cp.ce. 
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T CCCA Charitable Foundation 
4th Annual Bowling Tournament and Gala Dinner 



Canada Chinese Computer Association (CCCA) is proud to host this Gala 
Event which marks tne formation of the ClCA Charitable Foundation. This 
year, we are pleased to announce that the proceeds will eo toward: CCCA 
Charitable Foundation, World Vision Canada, and Yee iTong Centre for 
Geriatric Care. 

World Vision Canada is an international Christian humanitarian relief and 
development organization dedicated to the world's poor and suffering, 
building their hope for the future. 

Yee Hong Centre for Geriatric Care is a community-based organization of 
volunteers and staff providing a variety of services to meet the health and 
social needs of Canadian Chinese seniors. 

For Further Information please contact: CCCA Tel: (905) 513-0675 Fax:(905) 513-6275 


Dpcpitpr IVKcmsott 5IDU5 

nc3i:ilt!l OEM DSP Program 



Date : November I, 1997 (Saturday) 


Bowling Tournament : 
Gala Dinner 


World Bowl ■ Richmond Hill 
J53.50* entry fee per team 

Century Palace Chinese Restaurant ■ Narkham 
$8S6.00* per table ("GST included) 


Hosted by: 


(© 


CANAOa CHINESE CUMPUTEIt j 


Corporate Sponsors: 

o 


DAYTEK 



Evmc 


rYeUi COMPUTER CINTRE 

L 

r.cc 


ComiwlnDnlcrNns l^rolilmr£^a?^;i I ResSSass 




Vrfdv Numbers 


Dominant Players Are l\low Emerging 
In Application Development Tnols Market 


Desktop Scanners Move 
Towards Commodity 


By Leslie Arniiul uiiil Margery Lecich 

Or.icle. Sybnsc, Microsol'i, Cngnii.s iind l[5M 
are live of the most fierce compelitdrs in the 
application development (ADI tools maritet. 
This industry encompasses a wide spectrum of 
products targeted at software applicaiioii 
developers. The AD tools family includes 
.1G1-, objccl-nrienied programming tools. 



scripting languages, DBMS tools, and applica- 
tion generators, to name ii few of its members. 

The AD tools market represents close to 
one third of the entire software market, with 
the applications they develop representing 
close to another third. System level software 
captures the remaining portion of the market. 

Tlie AD lot'ls industry has always been 
prolific, pmniising increased productivity with 
each new generation of lixils. Suffering from a 
legacy of failed expectations, the new objecl- 


oriented technology has been met with resis- 
itinee and htis only recently begun to be accept- 
ed its a viable tool tor increasing productivity. 

Consumers arc using more bought com- 
ponents. and ihcre is an increase in the use ol 
large-scale application subsystems among 
those bought components. There is a 
rec|iiiremcni for more reuse and 
adaptation of existing code bnsc. 
increasing the demand for object 
oriented technology and ol'f-ihe 
shelf, pre-huill solutions Ihal cii 
customized. 

The recent launch of Microsofi's Visual 
.Studio 97 has signaled a major shill in the 
market, lownixls lower margins and bundled 
software. Small niche or single product 
focused vendors will find il increasingly difU- 
culi to compete successfully, and we expeel to 
see suhsiaiuial consolidation in this industry. 
A few huge vendors that have a broad product 
ba.se wii! emerge as dominant players. 

Leslie Arniiul oiul MiirKery l.eaeli (lie roll- 
siillniils til The Bivniwiii Croup Inr.. in 
OiKiiva — wi iiileniolioiuil iiiiirkeling wut 
mimiiiiemenl cimsullinx .firm ivilh ii .•■uileil 
eominilmeiil lo: "Delh'eriiia Cimipelilive 
Ailvdiiui^e III the IT huluslry. " Phone: (d/.J) 
725-29?5 e.xi. 215: or.fiix: (61.1)725-115 Ifi. 


Canadian Scanner Market-Share: 
Hewlett-Packard — 14% 
Microtek — 13% 

Mustek — 11% 

Logitech — 10% 



Declining prices in scan- 

I rapidly expand- 
ed market in 
1996. propelling 
growth to .15 per 
says a report 
called Seunner Murkel In 
Ciiiuidti (1995-200(1). pro- 
duced by Evans Research Corp. 

Moreover, dropping pricing will con- 
tribute 10 another 21 per eeni growth in ship- 
ments this year. ERC predicted the market 
would grow another 22 per cent, in 1988. 

ERC suggested scanners may attain 
desktop “necessity” status, along the lines of 
primers or modems. The company predicted 
six per cent nf PCs in use this year will have 
scanners attached. 

Tlie study cited other imporlunl growth 
factors in the market, including: declining PC 
memory prices; declining storage costs; better 
image manipulation; more advanced OCR sofl- 
wtue: and more innovative applications. H* 
Beans Reseanh Corp.. in Elohicoke. Onl., 
eon he reaeliedoi: 1416) 621-11/114. 


Reader Poll 

Last issue, we asked: 

What effect will the partnership with Microsoft have on Apple? 

You said: 

I'm optimistic that the tlnancial input and technology pari- 
S nership will help give stability to Apple, and will lead lo 
*•3 greater compatibility between the platforms. 

This could be a pragmatic move for the companies, but 
SP while increasing the viability of Apple; the relationship 
^ with Microsoft may eventually make Apple le.ss of a unique 
technological and culture entity, in the market. 

^ This is loo little loo late, for Apple. I doubt this will have 
09 any significant impact on Apple's downwards market- 
^ share slide. 


This issue: 

Further on the Apple front. Ihal company has indicated il is with- 
drawing from its lliriaiion with licensing out its operating sys- 
tem. Apple says il has no plans to license the MacOS 8 for the 
Common Hardware Reference Pialform. Many industry pundits 
urc questioning Apple's wisdom, ul what appears lo be the end 
of Apple's cloning experiment. 

Our question to you: 

Has Apple June the right thing for its business by deciding to not 
license the MacOS 8 lu CHRP-compliam clone makers'.’ 

I [ Yes! No! Q I don't know. 

Log into our Web site; 

http:www.ccwmag.com, 

E-mail; ccw@tcp.ca, 

or send your responses, and comments, by fax, to: 

( 604 ) 608 - 2686 . 
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DRIVING CONDITIONS HAVE 
IMPROVED DRAMATICALLY. 



HMirtoFiaiioHS wmjiwsa wimmo> wii32S »a vg3mo!a 

Ppcmenad Copocity (M») Tw 1,620 2,160 2,540 3,400 

H*edf/Ditlu 2/1 3/2 4/2 4/2 4/2 

TreckOmiity 6,132 5,932 6,000 6,500 8,000 

/hweg* SmAc TliiM (ms) 10 10 10 10 t| 

Data Transfer Rotns 

PK>Mo<fe4(MB/t«) ~ 16.6 16.6 16.6 16.6 16.6 

Ultra DMA (MB/sec) 33.3 

Buffer Su (KB) 128 128 128 128 128 

RoMionol Spe^ (RPM) 4,500 4,500 4,500 5,400 5,400 

MTV (houn) 500,000 500,000 500000 500000 500000 



Sceptre’s 1 9” 


adds 

value 


up in the size, performance 
equation! 

(Their 17" monitor. 


and 



The P97A 

• 18" viewable 

• 16(K)xl20()@75Hz 

• .26 (.14 vert- x.22hor.) 
dot pitch flat square CRT ( AR- 

• 17.8 MHz 

• Horizontii! 

• Vertical refresh 50-120 Hz 

• USB huh ready (5 ports) 

VlecnOata nUITIHICRO kmul 

See us at Comdex 97. Booth # S3538 


Monitor 


The P97A, 

the latest member of Sceptre's large family of high 
quality monitors is arguably among the world.s most 
advanced CRT monitors- The P97A 
mmbines ultra-high resolutions and a 
sophisticated chassis with Sceptre's 
revolutionary new interface, ARRC 
(Advanced Response Rotational 
Control). The result is a workstation 
caliber monitor that is easy to set up 
nnd use. 

All Ibis for jusl 

$995 (US) MSRP. 


r Congratulations to Sceptre's P75A 

for winning Canadian Computer 
Wholesalers Technical Excellence 
Award in the Price/Performunce Category. According 
to the testers. "Without a doubt, the P75A from Sceptre 
offers the most bang for the buck. It features asmalj dot 
pitch, a resolution of IfilM) x 1200 at 70H/- and vertical 
refresh rates up to l2tlHz all at an incredibly attractive 
price from a leader in the monitor industry." You can 
own this award winner for jusl: 

$565 (US) MSRP. 


in Sceptre monitors check oi 


then do the math and give us 

800-788-2878 


:P1 


The First, The Best, The Only 



